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Big Reception 
And Dinner For 
Superintendent Beha 


Event Will Be Held in Albany on 
Night of December 9 With 
Albany Men in Charge 


PLAN STATEWIDE TRIBUTE 


Chairman of General Committee 
Says it Will Be a Non-Partisan 
Tribute to State Official 





Superintendent of Insurance James A 
Beha has made such a good impression 
upon the insurance fraternity up state 
that he is to be the guest of honor at 
a reception and a dinner which will take 
place on Thursday evening, December 9. 
The affair will be held at the Ten Eyck 
Hotel in Albany where the superinten- 
dent spends part of each weck, the bal- 
ance of the time being at his office, 165 
Broadway, New York City. 

The staff of the New York Insurance 
Department has nothing to do with the 
dinner, as the idea originated in Albany 
among insurance people. A most impos- 
ing list of committeemen has been ap- 
pointed. The general committee has for 
its chairman P. J. Burke, who is general 
agent or agent for several insurance com- 
panies in Albany. The chairman of the 
reception committee is Peter D. Kier- 
nan, of Rose & Kiernan, one of the most 
prominent insurance men in the state. 
The chairman of the executive commit- 
tee is Stewart MacFarland, and the 
committee on arrangements is Charles 
S. Zeller, secretary of Brennan & Dono- 
hue, agents of the Commercial Union, 
Victory, Travelers Fire and other com- 
panies. 

Hoey Also on Reception Committee 

The list of names on the reception 
committee is a long one and includes the 
name of James J. Hoey, of Hoey & 
Ellison, New York, former deputy insur- 
ance superintendent. Most of the prom- 
inent agents of Albany are on it and also 
agents from some other cities, including 
Clinton J. Ayres of Saranac Lake. 

In the invitations sent out for the din- 
ner General Chairman Burke says in 
part: 

“The insurance men of the state en- 
gaged in all lines of insurance and re- 
gardless of companies or agents have 
decided to tender a reception and dinner 
to James A. Beha, Superintendent of In- 
surance. The function will be non- par- 
tisan. The affair will be of unusual in- 
terest to all insurance men and we are 
compelled ‘because of the lack of accom- 
modations to limit the number of reser- 
vations, 

“It is anticipated that this affair will 
be one of the most interesting gather- 
ings of insurance men ever assemble ed in 
the capital of the Empire State.” 

Insurance Superintendent Beha is to 
be a member of the party of commis- 
sioners which will attend the convention 
of the state insurance officials on the 
Coast. That convention is this month. 


(Continued on page 18) 





























PHOENIX 


Assurance Company, Ltd. 
of London 


100 William Street, New York 
A corporation which has stood the test 
of time! 144 years of successful business 


operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


PHOENIX 


Indemnity Company 
123 William Street, New York 









































The Insurance Company of North America has never 
lacked widespread and capable representation. The 
most aggressive insurance agents are attracted to its 
standards—because it enjoys national protection for 
dependability, because its scope of protection covers 
every property insurance need and because in its field 
organization and head office it is equipped to render 
the type of service that every agent needs for maxi- 
mum success. 


Insurance Company of 


North America 
Philadelphia 
and the 
Indemnity Ins. Company of North America write 
practically every form of protection except life. 





Founded 1792 









































A Hearty Welcome! 


The great City of Philadelphia is host to the Nation during these months 
of celebration of the one hundred and fiftieth anniversary of the signing of 
the Declaration of Independence, and it is commemorating that momentous 
event by a Sesqui-Centennial Exposition of notable character, which is the 
historical successor of the Centennial Exposition of 1876. 


The Home Office of the PENN Murtuat is on famous Independence Square 
in Philadelphia, facing Independence Hall, where the Declaration was signed 
and where hung, and now reposes, the sacred Liberty Bell. We have a 
hearty welcome for life underwriters who are visitors to Philadelphia during 
these festival months. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
Organized 1847 

















Travelers Closing 
$13,000,000 Agency 
On January First 


Perez F. Huff Keeps Title of 
General Agent and Will 
Take It Easy 


N. Y. CITY READJUSTMENT 





Famous General Agent and Pro- 
ducer to Devote More Time to 
Personal Writing and Travel 





A statement printed in a New York 
City morning paper of last Friday that 
Perez F. Huff, general agent of the 
Travelers at 75 Maiden Lane, would “ad- 
just his general agency in such a way 
that he will be relieved of the responsi- 
bilities and cares of supervision and en- 
abled to devote his time to personal pro- 
duction,” caused widespread interest 
throughout the life insurance offices of 
New York, both by reason of the promi- 
nence of Mr, Huff as a general agent 
and producer over a long period of years 
and also because of the cryptic nature of 
the announcement. 

It was followed by The Eastern Under- 
writer receiving more telephone messages 
and inquiries as to the meaning of the 
announcement than has any insurance 
news event in some time. 

To Close Maiden Lane Office 

Upon investigation The Eastern Un- 
derwriter learns that the agency of the 
Travelers at 75 Maiden Lane will be 
discontinued after the first of the year; 
that some of the agents will go with 
other offices; and that Lester J. Saul, 
who has been manager of the office for 
six years or so, will probably make an- 
other connection. Mr. Huff contemplates 
opening an office in the Forties and as- 
sociated with him will be several agents 
who have been with him for some time. 

The office did about $13,000,000 of busi- 
ness last year and a drive is now on for 
the rolling up of a fine premium volume 
by the agents as a ‘tribute to Mr. Huff. 
In other words, the office will sing its 
swan song in a blaze of glory. 

Retains Title 

Mr. Huff is to retain the title of gen- 
eral agent in the new adjustment. There 
are a number of men in the country who 
spend most of their time in personal pro- 
duction and who retain general agency 
titles. One with the Travelers is George 
S. Rowe. One with the Equitable Life 
Assurance Society is Fred S. Goldstandt. 

Mr. Huff is reported to be a man of 
considerable income and can well afford 
to “take it easy.” 

The Travelers does one of the larg- 
est life insurance businesses in Greater 
New York and has a large number of 
general agents although not so many of- 
fices as the Equitable Life Assurance 
Society or the New York Life. 

An Interview With Mr. Huff 

In discussing the readjustment_of his 
affairs Mr. Huff said to The Eastern 
Underwriter: ; 

“I have been a hard worker since boy- 


(Continued on Page 12) 
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THE EQUITABLE LIFE INSURANCE 
COMPANY OF IOWA 


is the Oldest Insurance Company 
Organized Under the Laws of lowa. 
Its Assets and Insurance in Force 
Have Trebled Every Ten Years 


Since 1884. It has an Enviable 


Reputation for Strength and Sta- 
bility. 


Satisfaction of Policyholders is 
Evidenced by the Fact That 31.4 
Per Cent of New Business in 1925 


was Issued to Existing Policy- 
holders. 


HOEY, ELLISON & WENDT, INC. 
General Agents 
EQUITABLE LIFE INSURANCE CO., OF IOWA. 


99 WILLIAM STREET - JOHN 0833 


BRANCH OFFICES 
1313 Military Park Bldg. 1270 Broadway 
Newark, N. J. New York City 


189 Joralemon Street 2246-48 Woolworth Bldg 
Brooklyn, N. Y. New York City 
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Republican Insurance 
Executives Organize 


JULIAN MYRICK’S LUNCHEON 





Insurance Men Hear Reasons Why They 
Should Form a _ Political Unit; 
J. S. Phillips a Speaker 





Although the Republican party has 
been more or less dominant politically 
in this country since the election of 
Abraham Lincoln as president, it is still 
strangely unorganized in many _ places, 
one of which is the insurance section of 
Greater New York. The same can be 
said of the Democrats. Irom time to 
time there have been political organiza- 
tions in the insurance district, but they 
have all more or less petered out. 

A new attempt to gather the Kepub- 
licans among the insurance executives 
into one fold has been made by Julian 
S. Myrick of Ives & Myrick, managers 
of the Mutual Life, with the result that 
a dozen or so prominent men on the 
Street met him at the Bankers’ Club one 
day recently at a luncheon and the in- 
surance division was inaugurated as a 
cog in the wheel of the Republican Busi- 
ness Men, Inc. 

Mr. Myrick is secretary of the Re- 
publican Business Men, Inc., the presi- 
dent of which ts Herbert N. Str aus, one 
of the officers of R. H. Macy Co. 

Some Who Attended 


Among those who attended the lunch- 
eon and were sympathetic with the new 
organization in the insurance district 
were Senator William J. Tully, counsel 
of the Metropolitan Life; Jesse S. Phil- 
lips, president of the Great American 
Indemnity and former superintendent of 
insurance of this state; E. J. eg een- 
eral agent of the Tr avelers: W. Allen, 
general agent of the New alice Mu- 
tual; L. H. Andrews, manager of the 
Phocnix Mutual; William A. Blodgett 
of Fred S. James & Co., United States 
managers of the Eagle, Star and British 
Dominions, Urbaine and General; and 
Vice-President William Shields of the 
Mutual Life. 

Among those, outside of insurance, who 
talked were President Herbert N. Str aus 
of the Republican Business Men, Inc., 
and John T. Pratt, chairman of the 
trades organization committee of that 
body. Mr. Phillips, Senator Tully, Mr. 
Blodgett, Mr. Allen and Mr. Myrick also 
spoke, 


Says J. S. Phillips 


Mr. Phillips, who was chairman of the 
speakers’ bureau of the Republican party 
in this state in two campaigns, told of 
the importance of electing a Republican 
legislature. He said if it were not for 
the Republicans there would be monopo- 
listic state fund insurance in workmen’s 
compensation and the casualty insurance 
business at least would be done great 
harm. He said he was surprised that 
business men in this district did not take 
more interest in politics. 

Mr. Blodgett said he was a member 
of the Union Le ague ( ‘lub and was sur- 
prised that even in that nest of Repub- 
lican hopes and ambitions there was so 
letter interest in the campaign which 
has just concluded. 


HOOKES IN PENNANT RACE 


William L. Hookes, general agent for 
the Brooklyn National Life, Brooklyn, 
N. Y., has been busy working on a mem- 
be rship drive for the Brooklyn Chamber 
of Commerce. The goal is 10,000 mem- 
bers, making the Brooklyn Chamber the 
largest in the country. The membership 
pennant race has been organized as a 
baseball series, three leagues having 
been organized, the National, American 
and International- -with twenty-five play- 
ers on each of the eight clubs in the 
leagues. 

Mr. Hookes was first baseman for the 
“Reds” team of the National League. 
This team tied for the championship of 
the National League. The winners of 
the pennant in each league played a 
world series last Monday. 








A PEARL 
OF GREAT PRICE 


[TX no business does personality play a 

more important part than in ours. 
We minister to the need of a multitude of 
people. In explaining, canvassing and 
serving we have need of a personality that 
will endure, the kind which is ever bright 
and always radiating true heart throbs 
from within. 


We would do well to get it thoroughly 
into our minds that without that unmis- 
takable personal touch we cannot hope to 
make the climb to the rugged heights of 
achievement without difficulty. We 
should give to personality its proper value 
in our thoughts and daily living and 
strive to keep it one hundred per cent. 
pure. As a writer puts it: “Personality 
is that which is intimate to me, that by 
which I must act out my life. It is that 
by which I belong to man, that by which 
I am able to reach after God, and He has 
given to me this pearl of great price. It 
is an immortal treasure. It is His, and 
no man shall pluck it out of His hand.” 


The Prudential 


Insurance Company of America 


|AS THE 
| STRENGTH +4: Y 
GIBRALTAR. 


Home Office: Newark, New Jersey 


Epwarp D. Durrietp, President 











Remarkable Record 
Of 70 Year Old Agent 


P. W. DITTO HAVING BIG YEAR 


$900,000 With Prosser & Homans; $400,- 
000 With Other Agencies; $1,800,000 


In Another Transaction 





P. W. Ditto, representative of Prosser 
& Homans agency of the Equitable Life 
Assurance Society of New York, who re- 
cently celebrated his seventieth birthday, 
has this year written and paid for almost 
a million dollars of business for his 








PETER W. DITTO 











agency. To date, the exact amount is 
$900,000 and Mr. Ditto is confident that 
he will make it a million or more before 
the year is over. In addition to this, he 
has written and paid for $400,000 of busi- 
ness which has been placed through out- 
side companies. This will bring his total 
paid-for business for the year up to 
$1,300,000. He wrote and paid for a 
$600,000 case on his birthday which oc- 
curred on September 26. 

But this is not all of the story, for 
he has closed a transaction whereby 1,600 
lives will be insured for a total amount 
of $1,800,000, with the able assistance of 
John J. Reinhard of another company. 
This is not group insurance. 

If Mr. Ditto succeeds in reaching the 
million mark for the Prosser & Homans 
agency he will have written a volume 
of business totaling $3,200,000 for the 
year, which is unprecedented for a per- 
son of his years. 

The Equitable Life Assurance Society's 
Metropolitan District Honor Roll shows 
Mr. Ditto as first in production out of 
the first 100 agents for the month of 
September. It also shows him as twelfth 
in volume of business for the first nine 
months of the year, exclusive of Octo- 
ber. 

Always Near the Top 

Throughout his long career in the in- 
surance business, Mr. Ditto has always 
stood well. In 1905, while representing 
the New York Life, he attained the presi- 
dency of its $200,000 club, the highest 
honor paid to a New York Life agent. 
This was an unusually hard year for 
agents because of unrest then in the in- 
surance business at that time. 

Interviewed by a representative of The 
Eastern Underwriter this week Mr. Dit- 
to said that as far as selling technique 
goes he has never had a formula for sell- 
ing life insurance, and that he does not 
believe in making rules for the guidance 
of salesmen. In his opinion a wide ac- 
quaintance and a pleasant personality are 
two of the prime requisites for success 
in selling life insurance. 

“If you want my selling creed, here 
it is in a nutshell,” said Mr. Ditto. “Learn 
your business: see men and then, see 
more men.” He went on to say that 
an even disposition is a decided asset to 
a salesman, and that he had always tried 
to appear cheerful in spite of apparent 
setbacks. He attributes no small part of 
his success in recent years to his long 
experience which makes his approach 
easier. But it is really hard work that 
has put him so near the top. Another 
reason for his success is his implicit, un- 


(Continued on Page 6) 
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IN ONE SENSE 


NO MAN NEED EVER DIE 


“It is amazingly true nowadays that in one sense no man need 
ever die. His work is one immortal thing that can live after him 
and continue to guard and protect and bring life to those he loves 
—even to great-grandchildren whom he has never known. 


a 


“The bread-winner who takes out a life insurance policy and 
guards it as he would guard life itself is doing one of the most un- 
selfish and one of the noblest deeds possible to man. He is depriv- 
ing himself of certain simple luxuries of the moment so that those 
he loves may never know want or privation in years to come. 


“Kivery one of us has probably been impatient at some time or 
other because of the persistent efforts of a life insurance represen- 
tative. But I want you to stop for a moment and think with me of 
the magnificent task this great body of men is performing. 


“Don’t blame the life insurance man for enthusiasm. He is a 
missionary in the truest sense of the word, battling often against 
the greatest odds and the most cruel misunderstandings. Think 
of him instead as one of the messengers of your immortality—one 
who helps to make your work live forever.” 


Quotation in part from letter to depositors by John J. Pulleyn, 
President of the Emigrant Industrial Savings Bank of New York 


METROPOLITAN LIFE INSURANCE COMPANY 
Frederick H. Ecker, Vice-President Haley Fiske, President 
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Five Year Growth of 
Insurance Education 


W. F. ATKINSON GATHERS DATA 


Life Companies and Managers Report 
Progress, But There Is Long Way 
To Go Yet 


In order to obtain some data for the 
committee on education of the National 
Association of Life Underwriters Wil- 
liam F. Atkinson, general agent of the 
Northwestern Mutual Life, Brooklyn, 
sent out questionnaires to twenty-five 
important companies and to the same 
number of general agents. What he was 
seeking was information relative to the 
operation of departments of education 
for agents and similar information. He 
wanted to learn whether systematized 
education either by home office courses, 
correspondence courses or other chan- 
nels is showing an increase. 

While the returns demonstrated that 
the educational idea is growing, especial 
ly from the company instruction end, 
returns from the general agents were not 
particularly encouraging. Only fourteen 
general agents out of the twenty-five 
who received the questionnaire answered 
Mr. Atkinson. 

In 1920 four of the twenty-five com- 
panies had departments for the educa- 
tion of agents. By 1925 the number of 
these companies grew to eleven. 

Seven of the companies had a printed 
course of lessons in 1920; twelve in 1925. 

Five managers held educational classes 
in 1920; thirteen in 1925. 

Six managers had prepared courses of 
instruction in 1920 and sixteen in 1925. 
Mr. Atkinson Sums Up 
In his summary Mr. Atkinson said in 

part: 

“The number of companies which now 
have specialized departments delevated 
to educate agents is) growing Some 
large companies, however, have not as 
yet even supplied to their agents an edu 
cational course. They still rely upon the 
general agent to determine the quality 
of instruction and to compel them not 
only to be instructors but to write or 
evolve their own courses. The question- 
naire showed that progress is being made 
and that the number of these denart- 
ments in the home office is growing. 

“The home office school was almost 
unknown five years ago, but today there 
are a number of these home office 
schools. All companies which have 
adopted definite, systematic educational 
methods report an improvement in qual 
ity of production and a reduc- 


t lapse 
tion,” 


Number of Classes Double 


Mr. Atkinson is inclined to think that 
the number of agencies with regular 
classes has doubled: in five years. Gen- 
eral agents are relying upon agency 


meetings more than they ever did. He 
continued : 

“If we believe in education, we 
develop methods that conform to the 
principles of teaching. The companies 
have larvely delegated this work to the 
general agent and the general agents ad 
mit that those who have developed any 
definite class course or have prepared a 
course of instruction are the exception 
rather than the rule. I believe even 
these few returns indicate that general 
agents, like companies, are paying an in- 
creasmg amount of attention to this 
question and that an increasing number 
cach year are recognizing that money 
and time spent in the education of agents 
yields large returns. 

“During recent years agents have had 
unusual opportunities for education of- 
fered to them quite apart from their 
companies or general agents and the suc- 
cess of these outside courses is ample 
Poot of the eagerness of the alert agent 
lor education. 

“I think the data received by me con 
clusively proves that there has been a 
‘ery marked improvement in the educa 
tion of agents during the past five years, 
Probably greater than in any previous 
five-year period. I think it also indicates 
a marked change in the attitude of both 


must 














SECURITY — 


When the Mutual Benefit was organized in 
1845 there were only a few Life Insurance 
Companies in the United States. Through 
the Wars, Panics and Epidemics of all these 
years, it has always stood safe and secure as 
a foremost disciple of Pure Life Insurance. 


The Mutual Benefit Life Insurance Co. 


Newark, New Jersey 


Organized 1845 














companies and general agents toward this 
problem. Greater attention is being 
given to educational problems and an 
added sense of responsibility toward the 
agent has developed which will) mean 
continued progress in the future.” 


APPOINTED AGENCY MANAGER 
Herman VF. Silzer, who has been an 
avent for the Equitable Life of Towa at 
Peoria, has been appointed ageney man 
aver, succeeding Ben Block, who re 
siened aS eeneral avent to devote his 
entire time to personal production. 


STILL SELLING AT 91 


“the 
Life ol 


“Unele Jimmie” Garland, 


old man” of the Franklin 


nois, recently celebrated his ninety-first 


birthday. He is still “carrying on” 
sends in an application every 


Mr. 


now 


then to his company. Garland 


he en selling 


twenty-six years. Many. children 


their school training to the fact that li 
talked with their fathers and persuaded 


them to provide for their education 


grand 


and 
and 
has 
life insurance for more than 


owe 








A Manager’s 





1925 Percentage of Gain 
Over Same Month in 1924 
REE ina cee ncae ta ceewawdawawe 20.6% 
DE ccaccuwessaceewsen 20.9 
MNES x achs daacatlenecancncecenwent 31.3 
UIT aiclds eet cardavelnaedesccussaue 26.9 
ME sé dlawdeekaetodecccuupwaciendes 40.8 
ME buaCaGe cGhuwashevaKcenecneea 50.1 
MT Sede cusnchpacceseccneukenkaen 60.8 
GUNES vdcrtckcccvesvednonddeeear 47.2 
WOUENOD pena dursecescnenccaakes 82.2 
NE in <s'cacanv ae ecindes nevenns 60.8 
INONOMINE 6 dciwsiscesincsdauseewnend 61.3 
WOOMOE Sctivovccecevcenuuceseke 57.4 
yains like these, month 


field efficiency. That 


success. 
ferred. 


would put us in touch with him. 








after month do not 
without the sort of methods that make for greater 
our methods are productive is 
well borne out by the figures above. 


Opportunity 


A Comparison of Mon h by Month Gains in New Paid Business 


1926 Percentage of Gain 
Over Same Month in 1925 


For Six Months of 1926 our average gain 
was 20% over 1925 and 62°% over 1924. In 
this same period of 1926 the average gain 
for all leading companies was 10.6%. 


come 


KE have openings at present for managers in several established 
territories where we are making plans for growth more con- 
sistent with our general increases. 


The appointments will be 


made at once, in order that these new managers may take full advantage 
of the better sales conditions prevailing in the fall and winter. 


This may be your opportunity, especially if your training, past record 
and personal finances equip you to guide an established agency to greater 
Write in confidence, stating your age, history and territory pre- 
All details must be given in your letter. 
self, perhaps you know someone who might be. 


If not interested your- 
We'd appreciate it if you 


T. Louis Hansen, Vice-President 


THE GUARDIAN LIFE INSURANCE COMPANY 
OF AMERICA 


Founded 1860 under the Laws of the State of New York 
50 UNION SQUARE - NEW YORK 






































,aper On Mortality 
Among Foreigners 


SLIGHT GAINS EXCEPT INDIA 
Arthur D. Hunter Gives Scme Interest- 
ing Facts and Figures Before 
Actuarial Society 


_At the convention of the Actuarial So- 
ciety which was held last week in Wash- 
ington, D. C., Arthur Hunter, chief ac- 
tuary of the New York Life, read a 
most interesting paper on “Mortality in 
West India Islands, China and Japan.” 
He also touched upon Mexico, Philip- 
pines and India. In part he said: 
“While the mortality among the in- 
sured as a whole is of interest to our 
companies operating in tropical climes, 
the mortality among Americans and Ca- 
nadians proceeding to these countries is 
of interest to all of us. We are daily 
asked to quote rates to applicants who 
are going on business to semi-tropical 
and tropical countries with the intention 
of residing there a few years, and little 
experience is available on which out 
judgment may be based. In the hope, 
therefore, that our statistics on this sub- 
ject may be of general value, we have 
given the relative mortality in this paper 
on foreigners in Cuba, China, Japan, 
Philippines, Mexico and India. These 
cover the greater part of the world with 
the exception of South America and Af- 
rica, in the latter of which we have very 


little material. There has accordingly 
been added to our list Argentine and 
Chili. We have taken the policyholders 
whose names indicate that they were of 
either American or British origin al 


though in some cases they may have been 





born in South America. We have also 
seyregated those with German names, 
although they may not have been born 
in’ German They were not enough 
foreigners of other nationalitic to jus 
tify an investigation of th 
“The tality investigations for At 
eentine and Chili had been published and 
those for Cuba and Mexico had been 
completed before th irability of de 
termining the mortality among foreign 
ers appealed strongly to us \ccording 
ly the mortality h been presented in 
these ¢ ntri LOT ill s nt com 
bined, nd then irate tudies have 
been mac Re ¢ ! lonalities In 
thi ther « tri I which a study 
\ mac ( el D themselves 
© 7 { i 1 natives Was also 
present | ‘Thes WW I hods a not 
consistent but 1 not seem to be nec 
( ‘ | t] rar 1 method of Ar- 
1 CC} id Ni It may 
| 1 tl f in tl ta these fou 
( nti 1 } l, F 
clu i u } beet 
i t l \r 
centit lowe | 
Mei b 
eC] ht 1 ints 1 . nts. 
Mortality Among Foreigners Vary 
“While we 1 ly considered six 
count ; sect countries i 
which tl mii-t ] has been 
ch: 1, « 1? ht ! ver rat 
Lhe ( t 
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As to the Right to 
Change Beneficiary 


DISCUSS QUESTION IN BOSTON 


In Most Cases Reservation of Right 
of Revocation Called Best 
Thing for All 
The Boston Life Underwriters’ Asso- 
ciation which has been discussing reset 
vation of the right of the insured to 
change the beneficiary returns to the 
subject in the current issue of its pub 
lication, this time presenting the fol 

lowing views of authoritics: 
The very same argument that we use 


to prove the advantages of our modern 
policy applies with equal force to re- 
serving the right to change the benefi- 
ciary. We say that our policy is so 
drawn that it will meet all the circum- 
stances of a man’s later life without 
causing him forfeiture of any privilege 


or benefit. We claim that it will meet 
every future condition and contingency 
that may arise, and that it can be ad 
justed to shifting needs with the least 
possible effort. 

We urge the importance of this fact 
on the ground that men’s affairs are con- 


stantly changing—your status in 1925 
was not that of 1926; and the status 
that now obtains is certain to be super- 


seded by the new relations that will 
come into being next year. 


As to Danger of Wife Losing Money 


Granted all this, why does not the 
same argument hold for reserving the 
right to change the beneficiary? The 


objection that doing so would expose the 
wife to the danger of losing the cash 
value of her policy in the event of bank- 
ruptcy is largely academic. 
Nevertheless, the decisions are per- 
fectly clear, that if a man reserves the 
right of revocation in his policy, in case 
he goes into bankruptcy, his trustee in 
bankruptcy acquires all rights in the pol- 
icy, and can surrender it for its cash 
value, unless the insured, or someone 
on his behalf, buys it back by tendering 
him that value. The only different de- 
cisions are those where the state laws 
exempt a policy of life insurance from 
the claims of creditors of the insured, 
which a few of the Western and South- 
ern states do. 


Admitting that such would be the out- 


come, how many cases are there where 
it would apply? How many men 
would allow their affairs to get into a 


state of bankruptcy without having pre- 


viously safeguarded their wives’ rights 

to their life insurance ? 
Notwithstanding the remote risk of 

bankruptcy, it is far better for the in- 


sured to reserve the right of revocation 
in his policy so that he can control its 
destination or use, in accordance with 
the varying conditions of his family and 
his business. And, of course, it is bet- 
ter for the company, because if the right 
is reserved, the company can always 
comply with the insured’s wishes as to 
change of beneficiary, or loan, or sur- 
render. 

If a man has a wife and his business 
is precarious it may be well for him to 
make her the beneficiary in case she 
survive him, without right of revoca- 
tion, and rely on her joining him in any 
change he may desire. But here, of 
course, he runs the risk of a quarrel 
with his wife, or a divorce, in which 
case she continues to be the contingent 
beneficiary. 

It comes down to this fact, that always 
it is the insured’s present situation and 
such future problems as he can forecast 
at the moment that should control his 
choice. In most cases the reservation of 
the right of revocation is the best thing 
for both the company and the insured. 


GODFREY MOORE BETTER 
Godfrey Moore, one of the managers 
of the Guardian Life in New York, is 
recovering from an illness of several 
weeks’ duration. 





UNIQUE TESTIMONIAL 

One of the many tributes paid to 
George I. Cochran, president of the Pa- 
Mutual Life during the 
campaign, was a leather bound volume 
prepared by Danford M. Baker and 
Rutherford LD. Moore, containing 150 
signatures of men who made application 
for life The book, an elabo- 
rate and creation, 


cific Vicennial 


insurance. 
artistic was mounted 


on carved appropriately, in the 
the big 
The 
which this interesting and unique book 
represents, is $1,433,520, with annual pre- 
miums of $56,255.28 . The average policy 
amounts to $9,556.08, with an average 
premium for cach average policy of 
$375.04 or $39.24 per $1,000. 


a stand, 


likeness of tree, of California 


redwood. total amount of business 


DIGMAN—WARD 

known recently — that 
Thomas Sherman Digman and Miss Hel- 
en Ward of South Orange, N. 
quietly married 
mouth, N. H. 


It became 


J., were 
last summer at VPorts- 
Mrs. Digman is the grand- 
daughter of the late Dr. Leslie Bodd 
Ward, vice- president and one of the 
founders of The Prudential. 


Ditto’ Ss Reowsd 


(Continued from page 3) 


swerving faith in the company he repre- 
sents and the service it renders. 

“Do you know,” said Mr. Ditto, “that 
a survey which was conducted by the 
Equitable Society some time ago showed 
that 90% of the beneficiaries lose their 
money in seven years’ time. This is a 
truly startling figure, and should make 
one sit up and take notice.” 

He went on to say that his company 
has a policy that is intended as a safe- 
guard against contingencies of this kind; 
and that it pays a higher rate of interest 
than a first mortgage bond. 


Was With U. S. Mail for Two Years 


Mr. Ditto was born in New Philadel- 
phia, Ohio, in 18560, a few years before 
the beginning of the Civil War. Prior 
to entering the insurance business in 
1885, he had been engaged in various 
kinds of work and was two years with 
the United States Mail service, R. P. O 
division. Forty-two years ago he started 
in the insurance business and became a 
state agent in Cleveland, Ohio, for the 
Travelers. 

Speaking of his experiences about this 
time, he said: “I started as an accident 
agent in 1885; worked steadily but did 
not do any business until the following 
August. However, I never lost courage, 
for I liked the business and felt certain 
that success would come to me if | 
worked hard enough. I gradually worked 
up a clientele and pretty soon business 
began to come along.” 

Mr. Ditto joined the Equitable in 
1913. Before going with the New York 


Life, he was state agent for Ohio and 
West Virginia for the Pacific Mutual 
Life in San Francisco. He is a vice- 
president of the Ohio Society and is 
and has been chairman of the member- 
ship committee for years. He has in 


the past been active in social and char- 
itable work. He is hale and hearty look- 
ing, robust in appearance and does not 
appear to be a day over sixty. He is 
able to make a good talk and often talks 


to the agents of the Prosser & Homans 
agency on the art of selling. He is 
known as the “dean” of the organiza- 


tion, and the younger men look to him 
for sage advice on the subject of life in- 
surance. 

P. McKee Ditto, his son, assists him 
in the agency. The younger Mr. Ditto 
served as a gunner on the U. S. battle- 
ship Ohio during the World War and 
was on board when it sunk a German 
submarine. After the war he was an 
officer in the merchant marine service. 
He was on the S. S. West Humhaw, the 
first allied merchant ship that entered a 
German port after the armistice was 
signed. 








Connecticut General News 
Hartford, Conn. 





Double Indemnity for the Accident 
Your Clients Dread Most 


New AA policy pays double benefits not 
only for travel and street accidents, but 
also for automobile accidents. 


It covers all other accidents besides, 
including those incurred while traveling 
by airplane. It pays X-Ray examination 
fees, in addition to the usual surgical and 
hospital benefits. 


You will find it worthwhile to be prompt 

You will find it worth while to be prompt 
in offering this up-to-date contract. Cir- 
cular on request. Connecticut General Life 
Insurance Company, Hartford, Conn. 


























of the new business is- 


5 3 @ 3 % sued by The Northwest- 


ern Mutual Life Insurance Company of 
Milwaukee, Wisconsin, in 1925 was upon 
applications of members previously insured 
in the Company. 


Once a Policyholder— 


Always a Prospect 
THE POLICYHOLDERS COMPANY 


TERN MUTUAL, 


MILWAUKE}: ¢ 





The desiinndiens Mutual Life Insurance Co. 


Milwaukee, Wisconsin 
W. D. Van Dyke, President 
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Blood Pressure Is 
Rapidly Increasing 


BETWEEN AGES OF 40 TO 50 








Actuarial Society is Told by Arthur 
Hunter Conditions Are Getting 
More Serious Daily 





“High Blood Pressure” was the sub- 
ject that Arthur Hunter, chief actuary 
of the New York Life, spoke upon at 
the convention of the Actuarial Society 
which was held last week at Washing- 
ton, D. C. 

He stated in part: “In every case the 
blood pressure was observed on two or 
more occasions and was found to be 
consistently above the average. If it 
were higher than the average at first but 
approximately average on several later 
observations, the applicant was treated 
asa standard risk. It has been our prac- 
tice, on request within a reasonable pe- 
riod of time, to review high blood pres- 
sre cases and where the abnormality 
has cleared up, to reduce the premium 
to that for the true age. This practice 
has had the effect of rendering each of 
our groups slightly more sub-standard 
through the process of culling out some 
of the best risks. While most of the 
cases in this investigation were looked 
upon as impaired risks solely on account 
of abnormally high blood pressure, there 
were included a number with minor im- 
pairments in order to increase the mate- 
rial, but the effect of including them 
cannot have influenced the result by as 
much as five points. 

“The material is of such recent origin 
that the average period of exposure was 
but little more than three years.” 

High Systolic Pressure 

Mr. Hunter also stated that the com- 
pany had been much puzzled by results 
of the high systolic pressure and ex- 
amination of material has been critically 
made so as to be sure no errors had 
crept into the preparation or handling of 
it He continued by saying: 

“We have been led, then, to conjecture 
what may be the possible explanation 
of the differences in mortality in the 
three age groups. It may be that, among 
the youn~ a high systolic blood pressure 
is due in the great majority of cases to 
emotional causes, causes of a temporary 
and unimportant nature; that among eld- 
erly persons it stands for a low grade 
degenerative process—a wearing out of 
the machinery of the body, and that the 
high mortality found between aves 40 
and 50 is due to a true hyperpiesia, a 
disease whose essential feature is an ele- 
vated blood pressure without any other 
symptoms. We are offering these sug- 
gestions for what they are worth. 

“Whatever the cause may be, it is safe 
to say that a high systolic blood pres- 
sire is a serious impairment, probably 
much more serious during the middle pe- 
riod of life than at either of the ex- 
tremes. We should bend every effort to 
learn as quickly as possible whether the 
heavy mortality among persons with a 
high systolic pressure is so markedly 
confined to the middle period of life as 
our statistics show, or whether it actu- 
ally extends to the younger and older 
lives as well. 

_ Of the 170 deaths in the investigation 
4 (32%) were from heart disease and 
22 (13%) from cerebral hemorrhage and 
apoplexy, a much higher death rate than 
the normal from these causes.” 

Blood Pressure Serious 
In concluding I wish to say that high 
blood pressure is a serious condition, 
More serious than most of us have hith- 
‘rto thought it to be. A high systolic 
ora high diastolic is apparently of more 


Dr. Albright Here to 
Write Some Insurance 


CARRIES $665,000 ON HIMSELF 








Northwestern Agent Writes Prospective 
Clients That He Has Record For 


Insuring People 





Dr. Charles E. Albright, leading writer 
of personal production in the West, and 
leader of the Northwestern Mutual Life 
for some years, is in New York City. 
Dr. Albright makes frequent trips here 
and is generally successful in writing 
considerable business, some of his clients 
being men of prominence. 

In a recent letter to a New York pros- 
pect Dr. Albright said that he was sat- 
isfied he had written more insurance per- 
sonally than any man in the business. 
He also declared that he carries $665,000 
of insurance on his own life. 

“This fact is a pretty conclusive evi- 
dence that [T am a believer in life in- 
surance,” was a comment he made. 

Dr. Albright has two daughters, is a 
bank director and also a director in a 
number of other business corporations. 
In a letter mentioning that fact, sent to 
a financier here, soliciting an interview, 
he said: 

“Because of my experience, my affilia- 
tions, the fact that I am the father of 
children I am able to get the point of 
view of a large variety of men and I 
feel that I not only can sympathize with 
your point of view but we talk the same 
language. If you will let me know your 
problem when I see you I shall do my 
best to solve it.” 





WHITE & ODELL MEETING 





New Pension Bond Policy of North- 
western National Is Announced; 
Movies of Yellowstone Shown 
The Northwestern National Life made 
a greater gain in insurance in force in 
the first nine months of 1926 than in the 
whole of 1925. This statement was in- 
cluded in an address by President O. J. 
Arnold before the annual convention of 
Minnesota agents given at the home of- 
fice by the White & Odell Agency, Inc., 
state agents for Minnesota, last weck. 
Mr. Arnold stressed the importance of 
conserving business, and gave these fig- 
ures to show that the campaign of con- 
servation which has been carried on since 
the first of the year has had marked 
effect. The insurance in force Septem- 
ber 30 was $229,564,709—a vain of over 

$17,000,000 since January 1. 

An interesting feature of the White & 
Odell convention was a program of mo- 
tion pictures put on at the dinner Fri- 
day evening by the Great Northern Rail- 
road, showing the beauties of Yellow- 
stone National Park, where the agents 
of the company will be assembled in con- 
vention next summer. 

New equipment for helping in the sale 
of the Pension Bond (Income Endow- 
ment at age 60 or 65) was annonnced at 
the meeting by Actuary J. S. Hale. A 
complete summary for each age on a 
letter-sized sheet is offered to present 
the investment possibilities of this form 
of contract. A “new wrinkle” in writing 
this policy is the acceptance of a sum 
sufficient to pay all premiums in ad- 
vance, calculated on a 4% basis for the 
first ten years, and 34%% thereafter. 





nificance of pulse pressure seems gener- 
ally to denend upon the significance of 
the systolic or the diastolic which 


ac- 
companies tt. 





the policy was purchased. 





PRACTICAL SALES HELPS 


The Equitable Life of Iowa has prepared many practical sales helps 
which definitely tie up each step of the sale from publication of the ad- 
vertisement in the agent’s local paper to the delivery of the policy. 
They provide a continuity of thought and concentration which direct 
the attention of the prospect throughout the sale. 


The plan consists of advertising copy to be run in the local paper 
of the agent, direct-mail letters to well selected prospects, a comprehen- 
sive and complete Sales Manual prepared by the company for use in 
soliciting and a good will policy jacket indicating the purpose for which 


EQUITABLE LIFE 
INSURANCE COMPANY 
OF IOWA 


FOUNDED 1867 








SPEAKERS’ BUREAU COMPLETED 


Has One Hundred Speakers; 
Agencies Expected to Make 
Use of It 

Fred P. McKenzie, executive secretary 
of the Life Underwriters’ Association of 
New York, announces the completion of 
a speakers’ bureau. He is of the opinion 
that it is a larger and more complete 
bureau than that of any other in the 
country. Writing of it in the November 
issue of the Bulletin, he says: 

“We have gone to a great deal of trou- 
ble to compile this bureau. The men 
who have volunteered to speak are giv- 
ing their services free so that you and I 
may enjoy their messages of real life in- 
surance problems and logic which have 
been derived only through years of work 
and experience. 

“We have about one hundred speakers 
whom we believe will adequately take 
care of most of the life insurance agen- 
cies in New York that will desire to use 
our bureau. The process of securing a 
speaker is simple: either phone or write 
the executive secretary, specify the sub- 
ject to be talked on and the date of the 
meeting. The secretary will immediate- 
Iv get in touch with the speakers and 





Many 


arrange for your meeting. Let us sug- 
gest that some of the agencies change 
their meeting time from Monday morn- 
ing to some other date, in that way the 


requests will not all fall on one day.” 





JOHN S. THOMPSON’S CAREER 





Mutual Benefit Mathematician Obtained 
Master’s Degree at Toronto Univer- 
sity; Secretary Actuarial Society 

John S. Thompson, the new mathema- 

tician of the Mutual Benefit, succeeding 
the late Percy C. H. Papps, was born in 
the province of Ontario, Canada, and is 
an alumnus of Toronto University, where 
he obtained his Master’s degree. He is 
by examination a Fellow of the Actua- 
rial Society of America, of the Institute 
of Actuaries of Great Britain and of the 
Faculty of Actuaries in Scotland. In the 
Actuarial Society of America he holds 
the office of secretary. 
He entered the office of the Mutual 
Life of New York immediately after 
graduation from Toronto University in 
1905, and at the time of his election to 
the office of Mathematician of the Mu- 
tual Benefit he was Associate Actuary 
of the Mutual Life. 

















D. W. Carter, Secretary 








STATE MUTUAL LIFE ASSURANCE COMPANY 


of Worcester, Massachusetts 


Incorporated 1844 


The Company has recently introduced an exceptionally 
complete and practical 


Educational Course 


for the use of its Agents and those who contemplate 
entering the life insurance business. 


Stephen Ireland, Superintendent of Agencies 


B. H. Wright, President 




















GUARDIAN 


LIFE 
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Established 1860 Under the Laws of the State of New York 





Tel. RECtor 7501 


MANAGERS 





INSURANCE CO. 


OF 
AMERICA 








HOME OFFICE, 50 UNION SQUARE, NEW YORK CITY 





25 Church St., New York 
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Louprette and Tyson 
At McNamara Class 
LECTURE COURSE SUCCESSFUL 


Value of Consistent Production and of 
Program Insurance Discussed 


By Speaker ss 
William J. Louprette, a well) known 
personal producer of Life Insurance, 
New York City, was the speaker Thurs 
day evening at the educational meeting 
of the J. C. MeNamara Organization, 25 
Church strect, New York. On Monday 
night James \ ‘Tyson, veneral agent 
of the Equitable Life of lowa, spoke on 
program insurance The attendance at 
both meetings was up to the usual stand 
ard. Mr. Tyson substituted for Fred 
erick A. Wallis, of the Fidelity Mutual 
Life 
Mr. Louprette has paid for about 
$700,000 this year. He writes a con 
sistent business and it so happens that 
his writings in 1926 have been ninety 
one policies on ninety-one lives. Nine 
teen were hew lives, not previously in 
sured 
Mr. Tyson said that inasmuch as pro 
gram insurance had been discussed so 
much in books and lectures, he did not 
expect to give his hearers anything new 
on the subject; but that he would at 
tempt to give them the facts about pro 


gram insurance in a way that would help 
them to sell it—to vive them a_ selling 
technique. He declared that program in 
surance means absolutely nothing unless 
there is a definite, purpose back 
ot it. 


specific 


His Pamphlet 


He referred to a pamphlet which he 
has originated, and which he presents 
to a prospective client when he calls on 
him to talk about life insurance. The 
pamphlet is entitled, “Purchase Your 
Life Income to Cover Specific Needs.” 
The prospect’s name is typed across the 
front of it. 

“Confidential 


“As | turn 
said Mr. Tyson, 
tains ‘confidential information,’ 
1 have tried to put in it things that 
really have some meaning. The man 
feels right off the bat that the relation 
ship between him and myself is to be 
one of entire confidence. In other 
I have put into this book every 
information that | feel will be 
to him in the attempt to solve 
surance problems. After that, | turn to 
the page headed ‘Needs’ which are listed 
under seven separate headings as 
lows: (1) Sufficient Sum to Pay 

(2) Emergency Fund for Hos 


Expenses; 
pital, Sanitorium, ete.; (3) Sum to Cover 


Information” 


the pages of this book,” 
“l explain that it con 
and that 


words, 
bit of 
helpful 
his in- 


Expenses of His Estate; (4) Sufficient 
Sum to Pay Incumbrances on Home; 
(5) Life Income for Wife; (6) Eduea 
tion of Children ; (7) Old Vee Pension 
for Self and Wife. If the prospect asks 
me any questions | answer them.” 

Mr. Tyson then gave a concrete in 
stance of how he sold a_ physician 


$50,000 of life insurance by this program 


method In going over each of the 
‘needs’ with him, he asked the prospect 
to put down the minimum amount. of 
money he felt he could expend in each 
case, such as the education of his son 
and daug rhter, the mortgage on his house, 
etc. When this had been done he called 
the prospect’s attention to the fact that, 


by accomplishing these seven things, he 


would be accomplishing his biggest job, 
namely, that of providing for every need 
of his family. The physician was great- 
lv impressed with the plan and imme- 
diately signed the contract 
“Jack” Berlet Talks 

E. J. Berlet, Guardian Life general 

agent in Philadelphia, was the speaker 


last night. A writer of an excellent vol- 
ume of personal business in a small frac- 
tion of his time, “Jack” Berlet, as he is 
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Also Disability Income. 


ALL IN 


Life “Policy You Can Sell.” 


E. Reed, will tell you all about it. 


Concord, New Hampshire 








Your Prospect’s Future 
Is The Same As Your Own 


When you line him up for the policy he wants, and the policy he needs, 
you have made a staunch friend, and contented customers mean repeat 
orders in insurance as well as other lines of business. 


Any natural death............ 
Any accidental death......... 
Certain accidental deaths..... 


er ee 
ee 


Accident Benefits $50 per WEEK 


(Non-cancellable) 
Waiver of Premiums, etc. 


ONE POLICY 


You can see how worthy such a contract is in the hands of a progres- 
sive agent and we invite you to give serious consideration to the United 


There may be an opportunity in your town. Our Vice President, Eugene 
Write him direct—and directly. 


UNITED LIFE 
and ACCIDENT INSURANCE COMPANY 


Sell this contract: 


INQUIRE 














universally known, both sells) and= or 
eanizes selling. 

His most recent achievement 
splendid advertising he obtained 
International Convention of Life 
writers, as its publicity director. 
self is an advertiser im dif 

Ilis talk was both 
practical He discussed 
life insurance as he 
presented conerete material that agents 
can use in their every day selling. He 
had a large audience and his remarks 
were listened to with close attention. 


was the 
for the 
Under 
He him 
insurance, 

interesting and 
the facts about 
knows them, and 


NEW TEXAS COMPANIES 

The American Provident Life of Hous 
ton, Tex., formerly the Guardian Life 
of Vexas, which had its name changed 
in order to avoid conflict with the Guar- 
dian Life of New York, will soon get 
its charter. It will have $100,000 capital 
and $100,000 surplus. Cravens, Dargan 


& Co. of Houston are most active in 
the organization 
The Seaboard Life of Tlouston, Tex., 


which was incorporated in May of last 


year with $250,000 capital and $125,000 
surplus, has agents in quite a large num- 
ber of Texas. cities Up to date the 


company has issued policies on 651 lives. 


E. W. CAMERON RESIGNS 


Former Minnesota State Senator Will 
Leave Aetna Life in Minneapolis 
On December 31 
Kk. W. Cameron, former president: of 
the Twin City Life Underwriters’ Asso- 
ciation and former State Senator, has re- 
signed as associate general agent of the 
\etna Life Insurance Company of Min- 
neapolis. His future plans will be an- 
nounced later. The resignation is effec- 

tive December 31. 


MINNEAPOLIS APPOINTMENT 


The Atlantic Life announces the ap- 
pointment of G. W. Van Fleet as gen- 
eral agent at’ Minneapolis for the entire 
state of Minnesota, effective November 
1. The company has been licensed in 
Minnesota for some time but it is just 
now beginnine to cultivate the state, Mr. 
Van Fleet bene its representative there 
to be appointed. 


W. C. CARROLL TALKS 
On “November 2 W. C. Carroll of the 
Travelers, who gave up a $16,000 a year 
job to enter life insurance, made a talk 
before the Jack Berlet agency of the 
Guardian Life of Philadelphia. 
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(Topics of The Connecticut Mutual) 
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at age 65. 


Hartford 


1846 . 








“THE GROWTH OF AN IDEA” 
IN 1926 


A new Limited Payment Life policy becoming paid-up 


Policies now issued ages | 0-65. 
Enlarged sub-standard service. 
Interest on advance deposits for future premiums. 


The Connecticut Mutual 
Life Insurance Company 


80 Years in Business 


Connecticut 


1926 























Hungarian Government 
Raps Scotch Company 


ECHO OF SECURITIES SEIZURE 





Standard of Edinburgh Gets Verdict, 
However, Against Budapest Bank; 
Great War Episode 


An interesting case, the result of the 
vreat war, has just been before the An. 
glo-Hungarian Mixed Arbitral Tribunal, 
now sitting in London. Allegations of 
nature concerning mis- 
statement of fact were made in the case 
by the Hungarian Government agains 
the Standard Life of Edinburgh, 


a most serious 


course of the hearing of the claim) 
brought by the company against the 
Hungarian Central Savings Bank of 


Budapest. 

It appeared that at the outbreak oj 
the war the claimant company held Kr, 
68,000 412% mortgage bonds issued by 
the bank, and the claim was for the 
value of bonds drawn for repayment in 
September, 1919, and in September, 1920, 
and, further, for the value of interest 
coupons which had fallen due between 
September, 1914, and March, 1921. 
The Hungarian Government agent said 
his government in 1921 took over the as- 
sets of the company’s branch in Buda- 
pest in consideration for assuming. the 
company’s liabilities in Hungary. — Rep- 


resentatives of the government and the | 


company signed an agreement in Paris 
in April, 1921, to this effect, and_ the 
company’s agent then said that the com- 
pany had handed over all its bonds and 
that all coupons had been cashed. The 
Hungarian Finance Minister expressed 
astonishment at a claim on bonds and 
coupons which, on the word of the com- 
pany’s representative, had been all 
handed over or cashed. 

Stewart Macnaughton, manager of the 
company, in evidence, said their agent 
went to Paris in 1921 and agreed to hand 
over certain Hungarian securities, but 
there was no understanding of which he 
was aware that every security should be 
handed over. 

Mr. Marshall, W. S., pointed out that 
the allegation was first made at that 
hearing, and argued that if there were 
any truth in it, 
in the pleadings. 





The Tribunal gave judgme nt for the 
claimants, together with interest and 
costs. 

INCREASE OF 7.6% 

Great Prosperity Prevailing in Life 
Insurance in This Country; 
Consistent Gain Over 1925 
Writings of new life insurance by 
United States companies were 7.0% 


greater during the first three-quarters of 
this year than during the cor responding 
period of 1925, the Association of Life 
Insurance Presidents says. The increase 
for September likewise was 7.6%. 

or the nine month period the total 
new business of all classes written by 
the 45 companies was — $8,244,000,000 
against $7,664,000,000 during the same 
period of 1925, an increase of 7.6%. New 
ordinary insurance amounted to $5,743- 
000,000) against $5,474,000,000, a vain ot 
4.9%. Industrial amounted to $1,876,000, 
600 against $1,671,000,000, an increase o! 
12.3%. Group amounted to $625,000.00 
against $519,000,000, an increase of 2.5%. 








BUCKLAND MADE MANAGER 


The Guardian Life has appointed 
Charles E. Buckland, for the last ten 
vears associated with the Northwestern 


Mutual 
a 


Life, its Connecticut manage. 
Buckland’s father, C. E. Buckland, 
has been in the insurance business 


el es five years, thirty years of this hav- 
ing been spent with the Aetna Life. 
brother, Kenneth Buckland, 
nected with the Aetna Life. 
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Wrong Way to Present 
Life Insurance Case 

ILLUSTRATED BY A DIALOGUE 

M. L. Bangham, id H. Melville of 


Cincinnati, Are Actors in a Sig- 
nificant Drama 


At a recent meeting of the Fidelity 
Mutual Life, M. L. Bangham and J, H. 
Merkle, agents of that company, gave a 


sales demonstration to illustrate how life 


insurance should not be sold. The dia- 
logue ran: 

Agent: Hello, Henry, how are you to- 
day ? 

Prospect: I am all right, Morris, but | 


am very busy today. I have 
tant appointment very shortly. 

Agent: Oh, that is all 
wait. | was just in the 
and dropped in, 

Prospect: Well, 
see me about ? 

Agent: | want to sell you another in- 
surance policy. 


What for? 


an impor- 


right. I can 
neighborhood 


what did you want to 


Prospect: 


Agent: We have a new policy’ that 
dont’ cost: much. 

Prospect: Is that a good reason why 
| shoud buy it? 

Agent: Well, your age changes to- 


morrow and you can save money by buy- 
ing now. 

Prospect: Unless you can 
that | need more insurance, 
be costly at any price? 

agent: Neo, this one wouldn’t. It’s 
ony about $20 a thousand, and $2,000 
would only cost you $40. 

Prospect: Why do | need just $2,000 
more insurance ? 

Agent: Well, you have $28,000 now 
and $2,000 more would make it an even 
$30,000 and $40 isn’t much for you to 
spend, 

Prospect: Oh, the $40 is not bother- 
ing me so much but I am already spend- 
ing about $750 a year for insurance. 

Agent: But I haven’t told you about 
the dividends, $3.67 the first year, $3.71 
the second and $3.75 the third. 

Prospect: Yes, but why 
spend $40 to get back $9? 

Agent: Well, our club year ends this 
month and | need about $10,000 more to 
get a free trip to Atlantic City. 

Prospect: Morris, | would like to help 
you but | have taught my family to live 
well, and it costs quite a lot of money 
to keep up the house. 

Agent: Well, you could use the divi- 
dends on the policies you now have to 
cut down the expense. 


show me 
wouldn’t it 


should J 


Prospect: I have not told you all my 
troubles. I made some extensive im- 
provements ‘on the house and | had to 
mortgage it to pay for these improve- 


ments to the amount of $7,500. 

Agent: You could take the cash sur- 
render value on some of the old stuff. 

Prospect: That would not be enough. 
Another thing, | am planning quite ex- 
tensively for the education of my two 
children and that will put quite a bur- 
den on me for some years to come. 

Agent: What did you buy that ex- 
pensive policy from the other felow for ? 
l ought to have had that anyway. 

Prospect: The man was a stranger 
to me but I liked the way that he pre- 
sented it. 

Agent: I wouldn't have sold you that 
kind of a policy and the company is not 


as good as mine. I represent the best 
company there -is. 

Prospect: Oh, I do not doubt that, 
but you have not shown me any go0r 
reason why | should put any more 
Money into life insurance. Another 


thing that I am doing, I am helping to 
refinance an old-established business and 
it will take me more than five years to 
meet this obligation before my share is 
paid for in full. You know als» that I 
like to make a few investments as I go 
along and then too I want to get a little 
Joy out of life. 


Agent: Henry, you are not going to 


turn me down, are you? All of the 
other boys have given me some business 
to help out. 

Prospect: Let me tell you something, 
Morris. You know that I have come to 
the conclusion that I need at least $50,- 
000 more life insurance. 

Agent: Gee, that’s 
right here. 

Prospect: But you have not asked me 
what I need it for. 

Agent: Oh, I don’t 
you pay for it. 

Prospect: Morris, sit down a minute, 
I want to tell you a few things. You 
and | have known each other for a good 
many years. When you went into the 
life insurance business, I was very glad 
to give you a policy ‘occasionally to help 
you along. I rather expected to see you 
this morning because my age does change 
tomorrow and you have used that rea- 
son for selling me a policy several times 
before. Excepting the one policy that 
I bought last year, | have bought all of 
my insurance from you. But do you 
know that you have never given me one 
good reason for buying life insurance 
Now you knew my sister, did you not? 

Agent: Yes, very well. 

Prospect: Well, she married a chap 
by the name of George Martin. He nev- 
er seemed to get along very well here in 
Chicago, but about two years ago he had 
a wonderful ‘opportunity presented to 
him in California and he made good out 
there from the very beginning. Well, a 
few weeks ago, George passed away. I 
wired my sister to draw on me for what- 
ever she needed, because I knew that in 
two years George could not have accu- 
mulated a great amount of money. To 
my great surprise, she replied that she 


god. Just sign 


care as long as 


would not have to call on me-for help. 
A few days later | received this letter 
and | want to read it to you. (Prospect 
reads :) 

“Dear Henry: 


“When George made 
Chicago a year ago, he 
which will take care 
me. First of all, 
fund to 


his last trip to 
adopted a plan 
of the children and 
there was a special 
pay on the mortgage on the 


home we bought last year on a ‘shoe 
string” I have just received the final 
papers today conveying the title to me. 


I shall be able to remain here and bring 
up the children in. this wonderful land 
of sunshine and we shall be near George. 

“There were several other special 
funds; one to cover the expenses of the 
funeral, another to pay our outstanding 
bills, and two or three business notes 
that George had at the bank; there was 
another fund that he called the shock 
absorber, just a thousand dollars or so. 
I am glad that I have this extra money, 
because it will enable me to bring the 
children to Chicago and to visit you for 
a few weeks until | can readjust myself 


to the new life. 

“And then there is a trust fund for 
me and the children. I shall receive a 
check every month for the rest of my 


life. The principal is tied up in such a 
way that I cannot lose it. I am = so 
grateful to George for the way he safe- 
guarded this little nest egg for 1 should 


not want the worry and anxiety of tak- 
ing care of this money. There is a pro- 
viso in the trust agreement that when 
I pass away one-half of the principal 
will go to litthe George, and the other 
half to Mary to provide a life income 
for her. As long as I live Mary will 
have her home to come back to, and 


after 1 am gone she will be independent. 

“There are also two. special trust 
funds to provide for the college expenses 
of the children. It will not be enough 
to make snobs of them, but enough to 
vive them a complete education. 

“The most wonderful part of it all is, 
that I shall be able to enjoy the children 
as they grow up. They are the image 
of George and I can almost see him liv- 
ing in them again. I am so glad that I 
shall be able to give them all of my 
time and attention. 

“T shall never cease to be grateful to 
the life insurance man in Chicago who 
induced George to adopt this program 
for us.” 


(Continued on Page 10) 

















THE EUREKA-MARYLAND ASSURANCE CORPORATION 


BALTIMORE, MARYLAND 


; Incorporated 1882 
Issues all modern forms of Life Insurance, including Industrial, Ordinary 
and Group 
J. C. MAGINNIS, President 























PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 
proposition. 


Address, PERMANENT, 
Care of The Eastern Underwriter, 86 Fulton Street, New York City 











THE UNITED STATES LIFE INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
ORGANIZED 1850 NON-PARTICIPATING POLICIES ONLY 
Over 70 Years of Service to Policyholders 
Good territory for personal producers, under direct contract. 
HOME OFFICE 


105-107 Fifth Avenue New York City 














HOME LIFE INSURANCE COMPANY OF AMERICA 


INCORPORATED 1899 


PROTECTS THE ENTIRE FAMILY 
This comeeny issues ail modern forms of policy contracts from BIRTH to 60 years 
next birth 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from date of issue and 
are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and TOTAL AND 
PERMANENT DISABILITY CLAUSES and DOUBLE INDEMNITY FEATURES, and 
are guaranteed by State Endorsement. 
A HOME LIFE POLICY BRINGS 
PEACE OF MIND TO THE 
MAN WHO LOVES HIS FAMILY 
BASIL S. WALSH, President . J. CUNNINGHAM, Vice-President 
JOSEPH L. DURKIN, fa JOHN J GALLAGHER, Treasurer 
DR. E. BRYAN KYLE, Medical Director 
INDEPENDENCE SQUARE PHILADELPHIA, PA, 











ACACIA MUTUAL LIFE ASSOCIATION 


Juaeraniee “in Paeee ss cc ca eins 6 se Ce ws Over $200,000,000 
po! PPE EO Ce CT Pee Over $ 16,000,000 


THE IDEAL POLICY 
The low initial premiums of the stock company, 


combined with the divi- 
dends of the mutual. 


A privilege a Master Mason cannot find elsewhere. 
ACACIA agents place more insurance per capita than agents of any other 
conipany. 

RENEWALS BASED ON VOLUME OF BUSINESS— 

NOT ON PREMIUMS COLLECTED 
If you care to better your position, write to 
WM. MONTGOMERY, President, Washington, D. C. 
Homer Building, 601 13th Street, N. W. 

















The WESTERN AND SOUTHERN’S 
HALF-BILLION DOLLAR YEAR 


The incentive of reaching the mark of HALF-A-BILLION of 
life insurance in force during 1926 has accelerated production by 
The Western and Southern field force to such a degree that the 
Company is now experiencing the most prosperous period in its 
thirty-eight years of existence. 


The Western and Southern Life Insurance Co. 


HOME OFFICE: CINCINNATI, OHIO 
W. J. WILLIAMS, President 
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IMPORTANT ANNOUNCEMENT 


1—Hart & Eubank invite their agents and brokers to attend the Monday 
Morning Meeting at their office at 100 William Street, on Novem- 
ber 8th at 9:30 A. M., to hear Mr. John W. Yates of Detroit. 


2—Mr. Yates is one of the outstanding personal producers and general agents 
of the Massachusetts Mutual Life Insurance Company in the 
United States. His ability as a speaker on selling life insurance 
from a practical standpoint is recognized generally throughout the 
country, and for that reason we have induced him to make a special 


trip from Detroit for the purpose of addressing our agents and brokers. 


3—Y ou will hear a powerful, inspiring and practical talk by a life insurance 
man who is not a theorist, but a producer. 


HART & EUBANK, General Agents 


ALETNA LIFE INSURANCE COMPANY 


100 WILLIAM STREET 
NEW YORK 


“IT PAYS TO HAVE AN ACCOUNT IN THE AZTNA” 


























Nov 


1| 


Mer 


ment: 

“Lil 
can | 
moth 
for.” 


Ke 


prote 
of th 
rious 
He m 
on th 
for h 
The 
own 
force 


upon 
insur: 
the 
Th 
ger p 
fort 
agent 
Th 
aS po 
ment 
the « 
senec 
them 


that 
delib 
sente 
in o 
prov 
that 


comy 
unkr 
thro 
of tl 
disre 
polic 
finds 
this 
the 

mak 
This 
as yi 
with 
ing | 














November 5, 1926 










THE 
UNDERWRITER 


Page 11 











> = 


- na A 
Practical Suggestions to Helpthe Man With the Rate 
Book Increase His Income and General Efficiency 


Mervin L. Lane of 
Mervin L. Lane’s the Equitable Life, 
Latest 1140 Broadway is 
Saying sending out blotters 
contaiming this state- 

ment: 
“Life Insurance—the one thing father 
can buy on the instalment plan which 


mother doesn’t have to finish paying 
for.” 
e © ¥ 
The agent who al- 
Keep After lows his business to 
Your fall into arrears, says 
Lapses the “Colonial News,” 


is not only failing to 
protect the interests of his company and 
of the policyholder, but he is taking se- 
rious chances with his own prosperity. 
He may get by with it, but he is skating 
on thin ice and the danger signal is set 
for him every minute. 

The welfare of your business and your 
own income depend upon keeping it in 
force and continually paid up to date. 
Lapses are losses, always—and_ the 
lapse directly follows the arrears. 

From this time until the first of the 
year, the demands upon the average 
purse keep growing continually larger. 
Christmas buying always makes a strain 
upon the average income and the life 
insurance premium finds competition in 
the insistent demands for other things. 

That means that it is always a “dan- 
ger period” which requires additional ef- 
fort and vigilance on the part of the 
agent to offset. 

The only safe way is to get as much 
as possible of your debit in advance pay- 
ments—then the chance of loss through 
the competition of the holidays is les- 


sened. This is the time to take care of 
them. 
* * * 
In describing to 
Reasons agents of the Pan- 
or American Life the 
Cancellation best way to explain 


the reasons for the 
cancellation clause in that company’s 
Special Accident, Spécial Disability and 
Business Men’s Disability policies, Ted 
M. Simmons, assistant superintendent 
of agents, says in a company publica- 
tion: 

“Now, Mr. Prospect, let’s presume 
that the company finds that a man has 
deliberately and intentionally misrepre- 
sented the statements in his application 
in order to get insurance, that this is 
Proved conclusively and that we know 
that he will impose upon and take ad- 
vantage of the company by putting in 
fraudulent claims or by becoming a 
chronic claimer. 

“All companies naturally want only 
honest clients, although there is not a 
company doing: business that does not 
unknowingly take bad _ risks either 
through misrepresentation on the part 
of the applicant or as a result of some 
disreputable agent improperly selling a 
policy. Consequently, when a company 
finds that it has been imposed upon in 
this manner, it naturally retires from 
the risk by cancelling the policy and 
making a refund of the premium paid. 
This cancellation privilege, however, is, 
as you will note from reading the clause, 
without prejudice to any claim originat- 
ing prior to the cancellation; or in other 





words, Mr. Prospect, the company can- 
not cancel a policy while a claim is 
pending under it. Therefore, this clause 
absolutely protects the honest policy- 
holder inasmuch as it tends to eliminate 
dishonest claims which makes it possible 
to give you this protection at a cost 
which is greatly lower than it could 
otherwise possibly be. 

“It naturally costs the company 
money to get business on the books and 
it would be very foolish for any com- 
pany to cancel good risks. However, it 
would be more foolish for them to con- 
tinue carrying bad risks for if compa- 
nies were forced to do so, the cost of 
disability insurance would be at least 
twice as- high as it is today. 

“There is no business in the world 
that can afford to deal with dead beats 
and grafters and an insurance company 
is no exception. Therefore, I believe 
that you will realize, Mr. Prospect, that 
this clause is incorporated in the policy 
for your own protection to keep down 
the rate and to furnish honest insurance 
to honest policyholders. 

“! am sure that the reasonableness of 
this fact will appeal to you and that you 
will appreciate fully that the Pan- 
American Life Insurance Company 
could hardly afford to give you such 
complete and liberal protection at such 
a nominal cost if it were not protected 
by this clause against fraudulent and 
chronic claimers.” 


NEW BOSTON LAW FIRM 


A new insurance law firm has been 
formed in Boston by John W. Downs, 
secretary-manager of the Insurance Fed- 
eration of Massachusetts, and A. Van 
Allen Thomason, a Boston lawyer. The 
firm name is Thomason & Downs, with 
offices at 11 Beacon Street. “Mr. Thom- 
ason has been a practicing lawyer in 
Boston for over nine years. Mr. Downs, 
a native of Orleans, Cape Cod, was ad- 
mitted to the bar last year, after receiv- 
ing his LL.B. degree from Boston Uni- 
versity. Since 1917 he has been manager 
of the Massachusetts Federation. 


JEFFRIES AT BETHLEHEM 

That interdependence rather than in- 
dependence is the keynote of modern so- 
cial relationships and that the existence 
of life insurance is directly due to a 
realization of this fact was the subject 
of a talk by J. Howard Jeffries of Phila- 
delphia, supervisor of agencies of the 
Penn Mutual Life Insurance Company, 
before the Bethlehem Kiwanis Club re- 
cently. 





BREAKS OCTOBER RECORDS 


The St. Louis branch of the Missouri 
State Life smashed all its previous rec- 
ords during October, Policyholders’ 
Month, when the agency organization 
wrote 869 applications on the lives of St. 
Louisians for a grand total of $3,237,271. 

R. E. DALY MARRIES 

Announcement has been made _ that 
Robert E. Daly, actuary of the Missouri 
Insurance Department, would be married 
in Kansas City, Mo., on November 3 to 
Miss Pearl McCullough of Milan, Mo., 
who is also an employe of the insurance 
department. 


GROUP INSURANCE INCREASE 


The paid-for group insurance of the 
Equitable Life Assurance Society for the 
nine months ending September 30, ex- 
ceeds the sum total of the paid-up group 
business reported for the first nine 
months of the previous four years, and 
equals in volume the sum total of the 
paid-for business for the years of 1925 
and 1924. It is expected that the paid- 
for group production for 1926 will go far 
enough over $200,000,000 to exceed the 
sum total of the group -record of the 
previous four years. 





A RECORD PRODUCER 


Ralph W. Harbert who has been as- 
sociated with the Battle Creek agency 
of the Equitable Life Assurance Society 
for two years, has made a record as a 
premier producer for the state of Michi- 
gan. Harbert, who had no previous in- 
surance experience when he joined the 
agency of the Equitable, has produced in 
two years time $2,022,050 worth of busi- 
«ness, an amount not surpassed by many 
veterans in the business. Much of the 
business was written for corporation and 
inheritance tax purposes. 





SCHOOL IN WILKES-BARRE 


The Shaw & Coughlin agency of the 
Connecticut General is conducting a life 
insurance salesmanship school from Oc- 
tober 25 through November 13 at Wilkes- 
Barre, Pa. The school is under the su- 
pervision of Lewis B. Hendershot, educa- 
tional director of the company. 

Mr. Hendershot will be assisted by J. 
L. Wright and A. I. Moriarty of the Con- 
necticut General’s agency department. 


Wrong Way to Present 


(Continued from page 9) 

Perhaps, Morris, you think that is 
sentimental, but listen to me a moment 
more. That letter set me to thinking 
and that is the reason that I said to you 
a moment ago that I need $50,000 more 
insurance. 

Agent 
Henry ? 

Prospect—I don’t think, however, that 
I am going to buy it from you. The 
fact is that I have sent for the gentle- 
man who had taken care of George and 
I expect him here any moment. 

Agent—Don’t turn 
stranger. 

*Editor’s Note: The Letter read by 
Mr. Merkle was used by Mr. James E. 
Bragg of New York in a talk before the 
National Association of Life Underwrit- 
ers in 1925, 


Yes, how about that $50,000, 


me down for a 


Mortality Paper 
(Continued from Page 5) 


cent years in three countries, a slight 
improvement in one (Japan) and no 
change for the better in India, but there 
are probably special reasons for the con- 
dition in India. In determining the rates 
of premium and the scale of dividends 
it is necessary to take account of the.ex- 
perience in recent years as the mortality 
over the past generation may not indi- 
cate present day conditions.” 








NEW POLICY | 
Disability Benefits of $15.00 per $1,000.00 


Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 
Loans at end of 2nd year | 


The Manhattan Life Insurance Co. of New York 























have confidence and pride. 


bers—the proving test. 


contented field workers. 


justified. 


and for themselves. 


34 NASSAU STREET, 











The Mutual Life of New York, the first American legal 
reserve mutual life insurance company, has for eighty-three 
years met the proving test of service to its members. 
this Company’s high prestige accorded to public service and 
achievement is upborne and carried on by loyal, efficient and 


They have unsurpassed contracts and facilities to offer 
to their public—all standard forms of insurance (ages 10 
to 70) and annuities, both for men and for women; Disability 
and Double Indemnity Benefits; policy loans in branch agen- 
cies, and all other features of service the Company deems 


Those who contemplate life insurance field work as a 
vocation are invited to write to 


The Mutual Life Insurance Company 
of New York, 


‘A LOYAL, EFFICIENT AGENCY CORPS 


Back of the success of a life insurance company is a 
force of enthusiastic men and women in the field, following 
a vocation they like and serving a company in which they 
Their value to their respective 
communities and their own individual success stand upon 
the service their company renders to its constituent mem- 


To-day, 








They take a pride in building greatly upon a great past— 
a loyal, efficient agency corps successful for the Company 


NEW YORK, N. Y. 
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Travelers Closing Agency 


(Continued from Page- 1) 
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vance needs of the pub 
| tl wine ol my writing grew until 
| i) I i u 1 to lead both 
the Union Central production foree, with 
| | val ieri a ociated, and 

Ul | lers, which h been my com 
pal jor a number of yea Both as 
n t ia icral ayent | kept 
au pen in my contacts for talent 
Which could be diverted into lite insur 
| | ly in induce 

1 men who became unusually 
li vriters to » into the msurance 
busine hi been amon the most 


ly achievements. 


Drain on Energy 


‘ (tl al ball ha le voted SO 
ich 1 nd Many years to the 
ficult work running a general 

1 1 producing business person 

ally--L could no more forget about life 
insurance when out of the office than 
fly without an airship—the time arrives 


when he must let up a little, not only in 
consideration of the members of his im 
famuly but because of the in 
n his health and nervou 
which are drawn 
its penalti 

“1, therefore, came to the 
ulimer that 1 


mediate 
roads « CHeTLICS 
Succe ometiunes has 
decision this 
would be wise for mi 


to conserve my health and strength and 





the compan mipathetically ag reed to 
my way ol thinking, with the result that 
lam to vet relict trom the burdens of 
running a large general agency. I shall 
devote as much time to personal pro 
duction as | desire; L shall be able to 
vive more time to travel and to reecrea 
tion.” 

Ir. liull will probablly sail hol 
Europe about the first of the year. 

Long List of Proteges 

\mon ome of the mullon dollar 
write! ho were brought into the busi 
ness b ir. bluff or who after coming 
into the busine with other companies 
reported busin through his) general 
avency were th folk Wil 

\rthur W. Stebbins, now running one 
ot the largest cneral imsuranee aven 
1 I . \ ll 

David M. Bressler, famous on the East 
Side as cl lynamuc executive force in 
bie charit ind humane welfare drives 

INFERIORITY COMPLEX 

Too Many Men Entering Insurance 


Business Have It, Says James A. 
Whitmore of Phoenix Mutual 


James A. Whitmore, agency manager 
of the Phoenix Mutual, addressed nearly 
300 members of the Bulfalo Life Under 
writers at their October meeting in the 


Hotel Statler Ile stre 
tance Of traminyg 
are sent into the 

Kers or msurance 


ed thre lupor 
salesmen before they 
field by agency mana 
companies. He said 
that the liic underwriters’ associations of 
the country have been one of the great 
in producing better insurance 


est torcees 


men 

“Too many men who come for a job 
are victuns of the oft heard of ‘inferior 
complex,” he said. “They come for a 


trial, remain with the feeling they are 
only there on trial, fear they will fail, 
and do not burn their bridges behind 
them. As a result they are dogged by 


this fear until they 


specimens ol 


become horrible 
failure,” he said. 

“Next to pure lazines 
men are not big producers because they 
are willing to allow their families to live 
on just about half of what they should 
have. He does not promise himself and 
his family that he is going to make good, 
and they are going to enjoy a few of the 
luxuries of life,” he said. “If aman has 


, Inany insurance 


enough respect for his family, he will go 
through fire and water to make them 
comfortable.” 


Elmer EE. L. Letterman of Letterman 
& Gates Mr. Letterman has at times 
led New York City for as many as three 
insurance companies at the same time. 

Nliss Mary L. Shapiro, the first woman 
to write a million a year. 

\ugustus Stone, who came to 
York from London, England, without ac 
quaintance here, joined the Huff agency 
and shortly began producing at the rate 
ol $1,000,000 a year. 

Louis 2B 


New 


: who docs an un 
usually large business in commercial 
circles of the me tropolis. 

J. J. WKeon, who -sometime ago was 
elected president of the Alumni Life In 
urance Underwriters. 


Bloom, 


Frank L. Berthold, now the country’s 
leader for a large life insurance com 
pany 

Harold L. Reigenstein, A. S. Korn- 


heiscr, William J. 
G. Joseph. 

At the present time Mr. Huff stands 
fourth in the Life Leaders’ Club of the 
Travelers. He has written about $100,- 
QO00,000 of insurance personally since en- 
tering the field. He started his career 
in llorida., 


Lynch and Abraham 
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Industrial Life Insurance— 


Ordinary Life Policies— 


The Colonial Life Insurance Company of America 


Especially Attractive and Favorable to the Insured. 


All forms of Life, Limited Payment and Endowment, containing attractive 
and novel features, with High Values at Low Cost. 





Give Agents Unusual Money-Making Opportunities 





Geo. T. Smith, Vice-President 
Chas. F. Nettleship, 2nd Vice-President 








Officers 
E. J. Heppenheimer, President 


Home Office—Jersey City, N. J. 


E. C. Wise, Treasurer 
S. R. Drown, Secretary 











TO HAVE INSURANCE BRANCH 
Walter RK. Pruden of East Orange, 
N. J., has been appointed chairman of 


the insurance division of the Board of 
Kealtors of the Oranges and Maplewood, 
which is completing organization details. 
Vhe division will work alone educational 
lines, offering special services for mem 
bers who do fire insurance work. 


OLEAN TO ORGANIZE 


William A. Searle, assistant to the 
president of the National Underwriters’ 
Association, met with life insurance men 
of Olean, N. Y., last week for the pur- 
pose of forming an association in that 
city. An organization meeting is to be 
held in the near future, 


LIFE EXHIBIT AT FAIR 


Superintendent J. EK. 
son, Miss., office and his staff of the 
Western and Southern Life believe in 
letting people know who they are and 
what their business is. At the Jackson 
County fair they had a tastily arranged 
booth where a plentiful supply of the 
company’s literature was attractively dis- 
played and explained to visitors. The 
results have proved very satisfactory and 
more are expected from this unique 
method of advertising. 


Finan, of Jack- 


Joseph E. Heieck has resigned as su- 
perintendent of the Auburn, N. Y., of- 
fice of the John Hancock Life Insurance 
Co., to become associated with his father 
as an undertaker. 








Life’ - 








ance selling. 


Representative Men 


Represent Missouri State Life 


ALESMANSHIP and Service are twin factors in 
modern day insurance selling. 
ditional “solicitor” is gone. 


The Missouri State Life prides itself on the fact that its 
representatives are truly representative men — men 
schooled and trained in the art of successful insur- 
Through its Educational and Sales Re- 
search Departments the Company keeps its men thor- 
oughly equipped with the most modern and approved 
methods of insurance salesmanship and service as 
related to each of its allied lines — Life, Accident and 
Health, and Group. 


It is this spirit of helpfulness on the part of the Home 
Office reciprocated by a fine spirit of cooperation on the 
part of its representatives in the field that has made the 
Missouri State Life the great, growing institution it is. 


Always room for more good representatives. 


A great Company daily growing greater! 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


M. E. Singleton, President 


Accident’ - 


The day of the tra- 
The life insurance business 
today demands representative men-——men of. intelli- 
gence, integrity and industry. 


Home Office, Saint Louis 


Health 


- Group 
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Option Settlements 
of Matured Policies 


RULES OF MUTUAL BENEFIT LIFE 








Company Gives Illustrations of How 
Rules Are Applied; Copy 
of the Rules 





Mutual 
endow- 


The following rules of the 
Jenefit govern both matured 
ments and death claims: 

“If the proceeds of a policv are to be 
settled under option A, and request 
therefor was not made before the policy 
became a claim, the principal sum must 
be paid out in one sum at the death of 
the party entitled to receive the proceeds 
when the claim arose. 

“If a request for settlement under op- 
tions B or C is made after a claim has 
arisen the company is willing to agree 
that if the insured or beneficiary, as the 
case may be, shall not live to receive all 
the instalments certainly payable, the 
balance of such instalments may be made 
payable to named contingent beneficiaries 
instead of to the estate of the insured 
or beneficiary.” 

Interpretation 

In discussing the rules 
3encfit says: 

“While a policy is in force the com- 
pany will comply with the request of the 
insured for any form of settlement op- 
tion covering beneficiaries and contingent 
beneficiaries which comes within the 
rules government supplemental agree- 
ments generally. If the request therefor 
is not made prior to the maturity date 
of the policy it cannot be accepted by the 
company. After the maturity date and 
before the proceeds have been paid to 
the insured, he may request the company 
to retain the proceeds under option A, 
in which case the retention will be lim- 
ited to his life time. He may, however, 
request that at his death the amount re- 
tained shall be paid to his wife or some 
other person, instead of to his estate. If 
after the maturity date and before pay- 
ment of the proceeds he requests that 
settlement be made under option B or 
option C, he may name the parties to 
whom any remainder of instalments cer- 
tainly payable falling due after his death 
shall be paid. 

“A beneficiary under a policy that has 
become payable by the death of the in- 
sured may not request any form of set- 
tlement which extends the settlement op- 
tion provisions in our present policy con- 
tracts. 

“In order to illustrate the working of 
these rules, let us discuss two hypothet- 
ical cases, 


“1, Suppose Mr. A. B. Smith, who is 
insured under a $50,000 policy payable to 
Mrs. Smith in a lump sum dies. Mrs. 
Smith, after talking with an agent of 
the company or a banker decides that 
she wants to leave the proceeds of the 
policy with the company to provide her 
with an income. If Mrs. Smith makes a 
request before the proceeds of the policy 
have been paid her, she will be allowed 


the Mutual 











28,000 PROSPECTS 








Holders’ Month,” 


in their work. 








Established 1879 





DURING THE MONTH OF OCTOBER, 


were given the names of 28,000 prospects for 
life insurance furnished by policy holders. 


THIS SPLENDID CO-OPERATION of policy 
holders was but one result of Bankers Life 
Direct-Mail Advertising which is at work day 
in and day out to help Bankers Life salesmen 


“Policy 
salesmen of this Company 





BANKERS LIFE COMPANY 
GERARD S. NOLLEN, failing: | 


Des Moines, lowa 


























to leave the proceeds of the policy with 
the company under options A, B or C, 
and she may nominate contingent bene- 
ficiaries to receive any sums remaining 
unpaid at her death. 

“Tf she elects option A, at her death 
the principal sum must be paid out in 
one sum. 

“Tf she elects option B or C, and dies 
before having received all the instal- 
ments certainly payable, the balance of 
such instalments may be paid as_ they 
fall due, or they may be commuted and 
paid in one sum. 


“2. Suppose Mr. X. Y. Jones has a 
$25,000 Endowment mature. The bene- 
ficiary under the policy is his wife. 
There are no supplementary agreements 
covering the policy, and no request to 
have the proceeds held by the company 
under any other settlement options. 

After Maturity 

“After the maturity of the policy but 
before the claim has been paid, he may 
request that the company retain the pro- 
ceeds of the policy under options A, B 
or’. 
“Tf he chooses option A, the principal 
sum must be paid out in one sum at his 
death. He may request that at his death 
the amount retained shall be paid to his 
wife or some other person instead of his 
estate. 

“Tf he chooses option B or C, he may 
name, at the time of such choice, the 
parties to whom any remainder of in- 
stalments certainly payable falling due 
after his death shall be paid.” 


HERE FROM HARTFORD 


Ralph McCreary, of the home office of 
the Aetna Life at Hartford, Conn., paid 
a visit to the New York office of Hart 
& Eubank this week. He came on offi- 
cial business. 

Ernest Owen, manager of the Sun 
Life of Canada, addressed about one hun- 
dred and fifty people at the regular 
weekly meeting of the Hart & Eubank 
agency last Monday morning. 





CHICAGO CONVENTIONS 





Association of Life Agency Officers and 
Life Insurance Sales Research 
Bureau to Meet 

The tenth annual meeting of the As- 
sociation of Life Agency Officers and the 
fifth annual meeting of the Life Insur- 
ance ane Research Bureau will be held 
at the Edgewater Beach Hotel, Chicago, 
November 16 and 17. 

Among the subjects to be discussed 
are: Selecting the Proper Type for 
Agents; Methods Employed to Deter- 
mine That a Man Has the Qualities De- 
sired and Is Likely to Become Success- 
ful; Where Are Desirable Type of Men 
to Be Found and What is Be ‘st Method 
for Their Discovery?; Selling the Job ta 
the Prospect Agent; Speeding Up the 


Sales Force; Retaining Business; Terri- 
torial Analysis and Agency Office 
Costs; Training; Relation Between Trust 


Companies and Life Insurance Compa- 
nies as an Aid in Producing and Retain- 
ing Business. 

The speakers at the banquet will be: 
Douglas Malloch of Chicago, poet, hu- 
morist and platform speaker, former 
president of the Chicago Press Club and 
of the Society of Midland Authors; 
Harold C. Kessinger of Aurora, Illinois 
state senator and chairman senate in- 
surance committee, “‘Boy Orator of the 
Illinois Senate,” and Judge Roland W. 
Saggott of Dayton, former judge of 
Common Pleas Court at Dayton, humor- 
ist and philosopher. 





TO REVIEW CONTRACT 


J. E. Reault, assistant actuary of the 
Michigan Insurance Department, has 
gone to Chicago to review the reinsur- 
ance contract proposed between the Chi- 
cago Mutual Life, a company suspended 
in this state, and the Universay Life of 
St. Louis, Mo. It is proposed by the 
Michigan department to make a very 
careful examination of the financial con- 
dition of both organizations. 


John W. Davis Director 
Of Metropolitan Life 


WAS AMBASSADOR TO ENGLAND 
A. C. Campbell Made a Third Vice- 
President; N. L. Burnette and Dr. 
Shepard Assistant Secretaries 


John W. Davis, noted New York law- 
yer, has been elected a member of the 
Board of Directors of the Metropolitan 
Life, President Haley Fiske announced 
this week. Mr. Davis has had a dis- 
tinguished legal, diplomatic and political 
career. He served as ambassador of the 
United States to the Court of St. James 
in England during the last years of 
President Wilson’s administration, and 
in 1924 was nominated for president by 
the Democratic party to run against 
President Coolidge. After the presiden- 
tial election he returned to his law prac- 
tice in New York City. During the last 
few wecks he has been campaigning for 
Democratic candidates in New York and 
nearby states. 

The Board of Directors of the Metro- 
politan Life also made several other im- 
portant appointments at its meeting on 
October 26. Alexander C. Campbell, who 
has been chief assistant to Second Vice- 
President Kavanagh in the group insur- 
ance division since its organization, and 
has done splendid work in the field and 
at the home office, has been elected a 
third vice-president. 

Norman L. Burnette, for several years 
past and at present in charge of the wel- 
fare work of the Canadian territory for 
the Metropolitan, has been made an as- 
sistant secretary. Dr. William P. Shep- 
ard, who is in charge of the welfare work 
of the Pacific Coast te rritory, was also 
made an assistant secretary. He succeeds 
former Assistant Secretary Fleisher, 
who has resigned. 





25 YEARS WITH PRUDENTIAL 


Business associates and other friends 
of P. Raymond Garrison, assistant man- 
ager of The Prudential’s ordinary 
agency at 217 Broadway, New York, of- 
fered their congratulations this week on 
his completion of a quarter of a cen- 
tury of service with the company. Mr. 
Garrison was enrolled as a clerk in The 
Prudential’s home office, Newark, N. J., 
on November 4, 1901. On October 15, 
1907, he became a cashier in the New 
York ordinary agency, where he has 
since remained, serving as a_ special 
agent, superintendent of agents and as- 
sistant manager. By virtue of his long 
service Mr. Garrison becomes-a member 
of Class “E” of The Prudential Old 
Guard * 





APPOINTED GENERAL AGENT 


Russell H. Rawlings has been appoint- 
ed gcneral agent at Richmond, Va., for 
the International Life. His territory 
will include Richmond and a number of 
outlying counties. Mr. Rawlings was 
formerly head of an automobile sales 
agency in Richmond. 











He won’t say—“Not interested,” 


He Won't Say That 


a series of thought provoking letters. 


He won’t say—“I can’t see your proposition,” if you have illustrated 
your service at work by the use of graphic pictures. 


These are a few of the time-wasting objections that are overcome 
by the effective circularizing system of The Lincoln National Life, 


if you have preceded your call by 












* 
rap. 
— 








(Cink uP (yet THe (LINCOLN) 
by 


is The Lincoln National Life Insurance Co. 


, 2 “Its Name Indicates Its Character” 
& Lincoln Life Building 
= More Than $435,000,000 in Force. 








Fort Wayne, Indiana 





Pennsylvania 











The Provident has worked out a practical plan 
by which the Home Office, through an Edu- 
cational Supervisor, is assisting in the devel- 


opment of new agents. 


Provident Mutual 


Life Insurance Company of Philadelphia 


Founded 1865 
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an ranailies Beek 
Stresses Insurance 


HERBERT GIBBONS BIOGRAPHY 


Merchant —_— espibiinnis “Until It 
Hurt,” and Kept Advising Others 
To Buy Until His Death 

The long awaited biography of John 
Wanamaker by Herbert Adams Gibbons, 
famous writer on foreign affairs and war 
correspondent, comes from the publish- 
ers, Harper & Brothers, this week. Nat- 
urally, it would have been impossible to 
write such a biography without discuss- 
ing Mr. Wanamaker’s great faith in life 
insurance and in discussing his insurance, 
Mr. Gibbons says: 

Throughout his long life, by example 
as well as by precept, Wanamaker ex- 
pressed the conviction that life insurance, 
equally with a savings account, was an 
essential foundation stone in every man’s 
house. He took out his first insurance 
policy when he was still in his teens, 
working on a small salary. He told the 
National Life Underwriters’ Convention 
on October 25, 1892, that he had “placed 
his first policy of insurance while work- 
ing on a small salary,” that he “had the 
policy yet,” and that he thought “it was 
forty years ago—certainly it was at least 
thirty-five.” 

No Policy Allowed to Lapse 

When he was married, and before he 
started Oak Hall, he increased his in- 
surance “until it hurt,” as he put it. No 
policy was allowed to lapse. The pre- 
muum had the first call upon his income. 
When he began to prosper and get be- 
yond the place where his death would 
have leit his family not provided for, in- 
stead of turning a deaf ear to the solici- 
tation of agents, he was always keen to 
study the new forms of life insurance 
that were being evolved, and he kept on 
taking out new policies. Before any 
other business man in America he real- 
ized the unique value of life insurance 
not only for protection, but as a business 
asset. On his fiftieth birthday he re- 
ceived a letter, signed by the presidents 
of the two big lite insurance companies 
of Philadelphia, and by the general 
agents of all the other standard com- 
panies represented in the city, congratu- 
lating him upon his good health and 
success, and upon the fact that he was 
“insured for a larger sum than any other 
American citizen.” (John Wanamaker 
carries $1,000,000, passing John B. Stetson 
as the most heavily insured man in the 
United States.—Philadelphia “Inquirer,” 
\pril 7, 1888.) 

Addressed Underwriters 

When the National Association of Life 
Underwriters held its convention in 
Philadelphia in 1895, Wanamaker was in- 
vited to address the insurance men at the 
Continental Hotel. He stood before them 
as a man unique in the annals of life 
insurance, holding sixty-two policies for 
a face value of over a million and a half, 
and paying annually over $100,000 in pre- 
miums. Up to 1895 he had paid in to the 
insurance companies $815,209.54. Being 
aman after their own heart, it was natu- 
ral that the diners should receive him 
with a storm of applause. But they did 
not realize the treat that was in store 
for them. Their speaker was able to 
give a reason for the faith that was in 
him. He told the life insurance agents 
that if he carried more insurance than 
any other man in the world, it was not 
because he wanted to make a record. He 
simply used his judgment, which told 
him that life insurance was a_ good 
proposition for any man, no matter how 
much money he had or no matter how 
great were his financial burdens and op- 
portunities for investment in other di- 
rections. Therefore he had always “in- 
creased his policies as he could.”’ He 
declared that life insurance had a place 
all of its own in the scheme of every 
man’s life; that it was indispensable to 
poor and rich alike; that of all invest- 


ments life insurance alone withstood 
panics; and that policyholders were ac- 
tive partners in great corporations. This 

nviction made him a life insurance 
missionary. So: 
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Soon after I came into business, such was 
my interest in life insurance and belief in 
tis wisdom, that one of the first reckless 
things | did was to make a Christmas pres- 
ent of a $1,000 policy, paid for a year, to 
every man in my employ. I thought that 
it was a good investment, 


Has Had Wide Circulation 

Such testimony was too good to be 
hid under a bushel. It was reprinted in 
insukance journals and in pamphlet form, 
and used by companies and their agents 
all over the world. Probably no one 
statement of a policyholder ever before 
or since resulted in such a tremendous 
increase in the volume of life insurance 
business. Certainlv the reasons for life 
insurance, given that evening, have never 
been more decisively and cauiaisaanty 
phrased, if the fact that after thirty years 
they are still being used in advertising 
matter is any indication. He told the 
insurance men: Le 

“My five reasons for my sixty-two life 
insurance policies: 1. Afraid I might 
become uninsurable; 2. Best form of in- 
vestment; 3. A savings fund; 4. From 
the standpoint of quick determination, 
more profitable than any other invest- 
ment I could make; 5. Enables a man to 
give away all he wishes, and still make 
such an estate as he cares to leave.” 

Knew About the Companies 

Wanamaker was no undiscriminating 
enthusiast in life insurance. He insured 
in every good company. But he kept 
himself informed as to the standing of 
the companies, and when policies ma- 
tured he compared performance with 
promises. lor instance, he came to dis- 
believe in the tontine form of insurance, 
and did not hesitate to say so. On 
January 9, 1903, in acknowledging the 
settlement of a matured policy he wrote: 
“My tontine policies in the various com- 
panics have been extremely disappoint- 
inz and contrary to expectations held out 
when insurances were placed, * * *” 

Rodman Wanamaker 

His son Rodman not only followed 
his father’s example, but went far be- 
yond him. (In his father’s life time Rod- 
man Wanamaker took his place as the 
most heavily insured man in the world. 
He also became a trustee of the Mutual 
Life Insurance Co. In 1924, two years 
after John Wanamaker’s death, his son 
announced that he intended to increase 
his life insurance, which was already over 
$5,000,000, to as much as he could get. 
He authorized his agent to apply for ad- 
ditional insurance policies with standard 
companies all over the world until the 
limit for his age was reached.) 

More notable even than the 1895 ad- 
dress was the ringing praise of life in- 
surance and life insurance agents at the 
Fidelity leaders’ convention in Philadel- 
phia on September 10, 1913. John Wana- 
maker said: “ I would take a journey 
to San Francisco just to shake hands 
with the man who started me in life in- 
surance, if he were living,” and, “T do not 
know men more worthy than those en- 
listed to do good work for life insurance 
companies.” 

The dignity and importance of the 
agent’s work was not a matter of onin- 
ion to John Wanamaker, but of fact. The 


trouble with the insurance business was 
simply that men had not come to real- 
ize what insurance could do for them and 
the vital part it could play in their lives. 
They were sometimes annoyed when 
urged to do what was wholly for their 
own good. Taking his own business as 
an example, he declared: 

“T did not know what life insurance 
really meant until my policies were fall- 
ing due and the final payments had been 
made and I had a large sum of money 
with which I began to build my Philadel- 
phia store. I would not have been pre- 
pared to start my building when I did, 
if T had not saved $2,500,000, little by 
little. I had not realized what I was 
doing! Life insurance is the saving bank 
if you choose to put it on the simplest. 
plainest basis. It is not only a savings 
bank, but it is collateral.” 

Wanamaker told the Fidelity agents, as 
he was in a position to do so, that the 
large amount of collateral at his com- 
mand through his life insurance savings 
had helped him more than once in times 
of stress. In 1895 he had spoken of the 
usefulness of large life insurance in the 
panic two years earlier. Tt was even 
more useful in the panic of 1907. 

On November 29, 1918, Wanamaker 
wrote a letter to the Association of Life 
Insurance Presidents with permission to 
publish, in which he said that he never 
had got far in saving until he experi- 
enced the value of having found a “dis- 
tinct and pleasing object for which to 
save” in the form of the premium on 
policies constantly falling due. He reiter- 
ated that he could “never be grateful 
enough to those who so ingeniously 
taught me and influenced me to take out 
endowment policies which terminated 
when they could best aid me in carrving 
out new plans in my business. When 
this happened IT felt as if a gold mine 
had opened at my hand.” He wanted to 
go on record in his belief that life in- 
surance had become the safest and best 
regulated business in the countrv—“no 
longer an association of investors joined 
by agreement in an undertakins with 
possible risks, but distinctly an absolute 
contract that insures and at the same 
time becomes an assurance of actuality 
and results.” Therefore he believed that 
“the life insurance companies are natu- 
rally the most practical savings hanks for 
the people of the United States.” 


Urged Value of Life Insurance in His 
Advertisements 


In the last decade of his life Wana- 
maker several times urged the value of 
life insurance in his store editorials. He 
hegeged neonle to avoid speculation and 
the foolich buvine of shares of stock in 
“undeveloped affairs.” He pointed out 
that “life insurance assures confidence: 
confidence heeets credit: and credit 
makes profit,” giving his own experience 
in business as proof of the statement. 
Ret he believed the best arenument for 
life insurance—“the transcendent and in- 
sistent areument to everv man’s con- 
science.” as he put it—to be proper pro- 
vision far one’s own. 

Now that heavy insurance on the part 
of the bie business men, either directly 











| Springfield, Massachusetts 





Seventy - five Years Ago 


the Massachusetts Mutual Life Insurance Company was organized by a 
group of men with unusual foresight. 


would create a personality of strength and friendliness, and conduct its 
affairs so as to win and hold the confidence of policyholders. 


During all these years this institution has faithfully maintained the spirit 
of service inaugurated at its birth. To-day it ranks with the best com- 
panies in the country and is known throughout the land as 


The Company of Satisfied Policyholders 
JOSEPH C. BEHAN, Superintendent of Agencies 


_ Massachusetts Mutual Life Insurance Company 
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They conceived an organization that 
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FRANK 
PENNELL, 


in an unsolicited letter 
of recent*date said: 


“Tn all 

the years 
that I 

have been 
in the business, 
the Fastest 
and Best 
and Most 
Satisfactory 
Service 

I EVER 
had 

in ANY 
case was 
the one 
which your 
agency 
handled 

for 

me 

this 

week” 


Organized 


Service 


The Keane-Patterson Agency 
Massachusetts Mutual 
Life Insurance Company 


225 West 34th St., New York City 
Chickering 2383-7 
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by them or on their lives by the corpora- 
tions they head, has become a common- 
place of American business life, Wana- 
maker’s role of pioneer is readily grasped 
and accepted. (Leading life insurance 
companies state that John Wanamaker, 
by his repeated endorsement of the in- 
stitution of American life insurance, has 
done more than any other man to give 
this plan of systematic and organized 
thrift the standing it has today in the 
minds of business and professional men 
throughout the United States.—Eastern 
Underwriter, June 6, 1924.) 

But he felt just as he felt about his 
savings bank venture, that there was still 
much to be done to educate the people as 
a whole to consider life insurance both 
as a moral obligation and as a sound 
business proposition. This explains the 
store editorials. It explains also the in- 
surance encouragement and aid given to 
his employes, which he first thought of 
and launched in the 1860's, and in which 
he persisted despite discour: agement 
throughout his business career. Shortly 
after the war he had a report made upon 
the working out of the government’s in- 
surance plan for soldiers. When he read 
it, it dawned on him that elsewhere than 
in his own store family a distressingly 
large number of people simply do not sce 
what is to their own advantage. = 
shook his head, and said with a laugl 
“T had to be persuaded about life insur- 
ance. I guess everybody does. It’s funny 
how we have to be urged to do things 
for our own good that are so plain one 
wouldn’t think we could miss them.” 

The foundations of every man’s house 
are obvious. But are they 

EXTENDS ITS PLANS 
United Craftsmen of Springfield, Mass., 
to Supply Travel Accident and 
Auto Policy to Masons 

A new department has been organized 
by the United Craftsmen Insurance Co., 
of Springfield, Mass., to supply its tr: avel 
accident and auto policy to members of 
the Masonic fraternity. 

For a number of years J. R. Austin, 
its vice-president and manager, has been 
interested in the travel accident policy 
and has devoted considerable time to 
studying various phases. 

In the “Masonic Outlook” a _descrip- 
tion of the policy was given and has re- 
sulted in the receipt of a large number 
of applications from the coupon. The 
annual premium is two dollars and travel 
and auto accident protection of $2,500 
is provided. That sum is paid in the 
event of travel or auto accident resulting 
in any of the following: Loss of life, 
both eyes, both hands, both feet, one 
hand and one foot, one hand and the 
sight of one eye, one foot and the sight 
of one eye. The company pays $1,250 in 
the event of travel or auto accident re- 
sulting in the loss of one hand, foot or 
eye and pays $10, per week for a maxi- 
mum of 15 weeks for travel or auto in- 
juries sustained in the manner described 
in the policy. 

CAMPAIGN NETS $5,000,000 

The Ohio State Life, 
closed a campaign in honor of D. F. 
Shafer of Mansfield, agency manager, 
and oldest member of the field service 
in point of service, sold approximately 
$5,000,000. The campaign was managed 
by a committee composed — of 
Hayden of Newark, EF. G. Siefert of 
Marion, and L. A. High of Columbus 
Nearly a dozen agencies exceeded their 
quotas, Cleveland topping the list. 
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Sees a Trend Toward 
Sales Elaboration 


MAKES APPEAL FOR SIMPLICITY 








J. A. Fulton, of the Continental Life, 
Believes There Is Too Much Mys- 
tification in Business 





Simplicity of presentation gets appli- 
cations, according to James A. Fulton, 
vice-president of the Continental Life 
Insurance Company of Wilmington, Del., 
at the fourth of Jack Berlet’s series of 
Eighteen Money Making Sales Talks be- 
ing conducted every Tuesday and Friday 
afternoon at the Philadelphia agency 
headquarters of the Guardian Life, for 
the benefit of general insurance brokers, 
independent life underwriters and the 
members of Berlet’s staff. 

Vice-President Fulton issued a note of 
warning concerning “a distinct trend 
toward over-elaboration in sales methods, 
toward making a mystery of this busi- 
ness of selling life insurance.” “It 
comes,” he said, “from a very human 
desire on the part of life underwriters 
to build up their own importance and to 
make the thing with which they deal a 
mystery, a mysterious thing, that takes 
a great amount of ingenuity to deal with. 
The doctors, after a certain time, got so 
that they couldn’t prescribe the herbs 
and medicines in plain fashion; they had 
to use Latin; and a lawyer has to sur- 
round a perfectly simple agreement with 
a number of whereases and whereofs, 
and so forths; things have to be built up 
on the most complicated plan; have to 
be surrounded with a lot of trappings. 
There has always been that tendency, 
as I see it, in life insurance—this swing 
of the pendulum away from the simple 
methods of selling. I don’t mean to dis- 
count modern methods, but I think for 
the new man or woman coming into the 
business of life insurance, he is likely to 
eet a false impression. 


On Getting Prospects 


“Tell your prospects in simple English 
that life insurance will provide a home 
for the family; provide an education for 
the children; provide a comfort and care- 
free old age for them; provide an income 
if they are disabled and cannot work; 
stabilize their business, strengthen their 
credit; create a saving fund for uses in 
emergency,” continued Mr. Fulton. 
“There is not anything very elaborate 
about that. A child in a few minutes 
ought to get a clear conception of what 
life insurance can do, and, after all, 
are concerned not essentially as to how 
it is built, or how it is put together, but 
with what it can do. You have to get 
prospects, people to sell life insurance to. 
You know what life insurance is and 
what it will do; what those primary 
needs are that it will cover, not such 
things as inheritance tax. IT am talking 
about the simple, everyday things we deal 
with in our everyday work. How do you 
get prospects? I think the average life 
insurance man going inta the business 
falls down more completely in that one 
thing of getting prospects than in any- 
thing else. And yet it is as simple as 
anything I know of. If you will get 
the mental habit of doing just one thing; 
if every time you see a human being or 
a human situation, either personally or 
in the newspapers, or hear about it, au- 
tomatically ask yourself, ‘Where does 
life insurance fit in that situation ?’ 

“Cultivate the making of pictures, the 
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drawing of word pictures,” suggested the 
speaker, “because I believe it is by the 
drawing of word pictures, the creating 
of human situations with which the 
prospect can identify himself, that you 
will make the kind of appeal ‘which will Alexander, who leads the field 
weigh the scales down in your favor. 5 This ‘Geaed . . 

In conclusion Mr. Fulton urged “a ©% “© GUarcran Life of America for 
correct vision of life insurance, of what the first six months of this year, is asso- 
it will do, before you can sell life insur- ciated with his brother, Paul Alexander, 
ance with real success.” in the management of the Brooklyn 

a Agency. 

SALES FORCE HOLD BANQUET Mr. 

The annual banquet and business meet- 
ing of the sales managers and executives 
« the Metropolitan Life’s office at 

artforc as ( rece ia - : myc 
Hotel en an the eae il a ee was $15,000 a year. How- 
sion of a three months’ sales contest °°" wh manage mc fe me aa 
between the city salesmen and the out- possi yea ——— barn, and his 
side workers. The principal speakers pee ee ee me aot 
were Charles H. Kean, assistant mana- passed oe — He He aS presen’. & 
ger of the outside salesmen, and Tine Doll: a “hal — es s Half Million 
Little of Rockville. Hall C. Tibbals was Dollar Club, and for the first six months 
toastmaster. Entertainment consisted of of 1926 has written $442,000. In the 
songs by William Newman, former sec- month of April he wrote forty- six appli- 
ond lieutenant of Company G, of Man- cations for a total of $173,000 in a spe- 
chester, and James Robinson of South cial effort to qualify for the Half Million 
Manchester. Lynch’s orchestra furnished Dollar Club. This record was made 
coined during President's Month in honor of 

ae oe ee oem Heye. This, combined 
with his other production for the Lead- 
EQUITABLE GOLF ers Club, el wt ov August 1, 1926, 

The annual golf tournament of the dui ilified him for the Half Million Dol- 
board of managers of the Equitable Life lar Club. Since that time he has kept 
Assurance Society of the United States, up a consistent record of production. 
metropolitan district, was held at Dun- In November, 1922, Mr. Alexander de- 
woodie Golf Club, Yonkers, New York, cided to relinquish the laundry business 
on October 26. For the tournament and devote his full time to life insur- 
prizes—six of them—there was spirited ance, although he had held a part time 
competition. The prize winners: contract with the Guardian Life during 
Ansel Worms, first; L. C. York, sec- the last three years of his connection 
ond; Harold Letcher, third; W. J. Duns- with the laundry industry. He has been 
more, fourth; Charles E. Bayliss, fifth, one of the Guardian Leaders since he 
and Samuel Karsch, sixth. has been in the business. 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


Chartered 1835 BOSTON, MASS. Organized 1843 


The Agents of this Company, whose long 
History Underwrites its high Reputation, 
Accept a duty and Enjoy a Privilege. = 


Do our standards appeal to you? 


A SUCCESSFUL PRODUCER 


Leon Alexander, a ‘The Guardian Life, 
Wrote Forty-Six Applications in 
April for $173,000 


Leon 


Alexander has been with the com- 
pany eight years. 


Prior to entering the 
insurance 


business he was engaged in 
another line of business from which his 
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JOHN G. WALKER, President 
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LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issues the most liberal forms of ORDINARY Policies 
i-annually or quarterly, and INDUST 
with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1925 
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Celebrating 


75th ANNIVERSARY 


DIAMOND JUBILEE YEAR 
Seventy-five Years of Service to Policyholders New Policy Forms 
New Added Features to Our Policy Contract 


Berkshire Life Insurance Co. 
Incorporated 1851 
PITTSFIELD, MASSACHUSETTS 


F. H. RHODES, President 
OPENING GLWAYS FOR RIGHT MAN 
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A BRITISH LIFE COMPANY MORE 
THAN CENTURY OLD 

A truly wonderful financial record has 
been set up by the Clerical Medical and 
General Life Assurance Society of Great 
Britain, which is entering its second cen- 
tury. Although by no means one of the 
largest of British offices, its position is 
unique. It commences its second cen- 
tury with a divisible surplus of over a 
million sterling, and with the mainten- 
ance of the strict 24%.% valuation and 
with further increases in the already 
strong reserves held. This is an aston- 
ishing record even for an office which 
has never failed in its bonus distribution 
in the most acute phases of the war pe- 
riod. The achievements of the past year 
mclude new proposals completed to the 
net amount of £1,405,500, which is only 
exceeded by the abnormal 1919-20 sea- 
son. Claims have also been exceptional- 
ly favorable, and management expenses 
exhibit a further reduction. The net in- 
terest earned has been slightly lower, but 
is well above the average of the last five 
years, 

During the past quarter of a century 
the surplus has nearly doubled, and 
amounts to £1,065,900, the biggest ever 
secured. It is over three times what it 
was 50 years ago. The present distribu- 
tion is equivalent to an average cash 
value on whole life policies of over 45% 
as compared with 40% previously. The 
shareholders have been receiving 39% 
per annum for the past quinquennium 
but presumably the rate will be raised 
for that now current. 

FIRE COMPANIES CAN LEAVE 

“MIXED AGENCIES” 

A decision of great importance in the 
insurance business is that of the Circuit 
Court of Appeals in North Dakota up- 
holding the right of insurance companies 
to leave “mixed agencies,” and enjoining 
Commissioner Olsness of North Dakota 
from interfering with the right of a fire 
company—in this instance, the Home— 
to withdraw from such an agency. It is 
an echo of the controversy between the 
Western Union and Western Insurance 
3ureau companies, relative to “separa- 
tion.” " | 

The Home’s position was that it was 
indispensable to its financial soundness, 
the security and protection of its busi- 
ness as an indemnifyer and underwriter 


of risks and the success of its business 
to require its agents and representatives 
in North Dakota to devote to its business 
their faithful and loyal services, undivid- 
ed and unimpaired by their representa- 
tion at the same time in the mixed agen- 
cies of competing companies whose in- 
terests and success were antagonistic to 
its own. 

In the decision the statement is also 
made: “It therefore has been and was 
the business of the complainant when- 
ever it believed it was not obtaining the 
best loyal services of its agents in mixed 
agencies or otherwise to terminate the 
agency of such agents who had _ there- 
fore conducted or were conducting mixed 
agencies, after giving due and timely no- 
tice and permitting them to elect wheth- 
er they would continue to represent it or 
would represent its competitor or com- 
peitors.” 

The court says in part that the abroga- 
tion of the conference agreement be- 
tween the Western Union and the West- 
ern Insurance Bureau and the separa- 
tion of the agents of the Union com- 
panies from the agents in the mixed 
agencies tends to increase competition 
between the insurance companies and 
their agents and rather to destroy mo- 
nopoly than to diminish competition and 
increase combinations and monopolies, 
and upon a thoughtful consideration of 
all the allegations in the answer relative 
to this defense it was satisfied that if 
they were all proved that that would 
constitute no defense to the complain- 
ant’s cause of action, would furnish no 
justification or warrant for the commis- 
sioner’s order, much less vest in him 
the authority to make and modify the 
complainant’s contracts with its agents 
as he undertakes by that order to do. 


COMPE NSATION ACT PASSED 


Missouri People Vote for Sound Meas- 
ure; Proposition No. 3, a State 
Fund Act, Defeated 
The “equitable” workmen’s compensa- 
tion act which was up before the people 
of Missouri on Flection Day was carried 
by a majority of 150.000 in 1750 out of 
4105 precincts. This act, known as 
Proposition No. 1, was passed by the last 
Missouri legislature and signed by Gov- 
ernor Baker. Its passage at that time, 
however, was defeated by damage suit 
lawyers and certain radical labor people 
who secured enough petitions to require 
it to be submitted to the voters on a 

referendum. 

Since then such associations as the 
Associated Industries of Missouri. the 
Missouri Federation of Labor, and the 
Missonri State Press Association have 
given it a strong endorsement. 

Proposition No. 3, a monopolistic state 
find measure desired by the radical 
labor faction, was 190,000 votes behind 
and was defeated. 


HANCEL NOW HAS FISH DINNERS 

Recently Max J. Hancel, of the Louis 
Reichert Agency of the Travelers in 
New York; W. L. Hadley, secretary of 
The Eastern Underwriter, and Tester 
Swan, of Bound Brook, N. J., sailed ont 
of the waters of lower Delaware Bay in 
quest of sporty channel bass, to be found 
at times in those waters. The dav’s 
catch amounted to three channel bass, 
the smallest of which weighed forty-six 
pounds (and which fish Max Hancel 
carried to his home in New York Citv 
enclosed in a burlap bag balanced on his 
shoulder); the other two bass weighed 
about fifty-four and sixty pounds re- 
spectively, and were transnorted to the 
homes of Mr. Swan and Mr. Hadley. Tn 
addition to the bass the catch was en- 
larved by forty weak fish, croakers and 
spots. 
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George E. Brennan, Illinois manager 
of the United States F. & G., was de- 
feated for United States Senator on 
Tuesday. Frank L. Smith, the winner, is 
a local agent of Dwight, Ill. He is a 
trustee of Illinois We ‘sleyan University 
at Bloomington, Ill. He is also president 
of the First National Bank of Dwight. 

. ok & 


Henry H. Conland, president of the 
Hartford Courant Company of Hart- 
ford, Conn., has been elected a director 
of the Phoenix of Hartford. 

* 


Stuart M. Ketchum, _ formerly with 
Johnson & Higgins, W. srown & Co., 
and Osborn & Co., and ac is a son of 
Leonard C. Ketchum, who for more than 
four decades has been a fire insurance 
man in this town, is now with the Fred 
F, French Co., which is now a leading 
apartment house operator and_ builder. 
The Fred I’, French Co. is now engaged 
in one of the most interesting develop- 
ments which the city has known, the 
rebuilding of that section of the city in 
the neighborhood of East River and 
Forty-second street. For many years the 
section has been a tenement district. It 
is to be transformed into residential ho- 
tels and apartment houses of the best 
class. The construction will cost about 
$50,000,000 before completion. 

ee 


President Harry L. Seay of the South- 
land Life Insurance Company will cele- 
brate the 54th anniversary of his birth, 
November 25. Mr. Seay has headed the 


. Southland Life for seventeen years and 


has been extremely active in affairs con- 
cerning the institution of life insurance, 
having headed the American Life Con- 
vention in 1917 and recently having been 
elected a member of the Association of 
Life Insurance Presidents. 


E. M. Allen, a ‘aaa been appointed 
assistant to the president of the Na- 
tional Surety, was tendered a dinner a 
few days ago by the local board of Fort 
Smith, Ark. Mr. Allen’s home is in 
Helena, Ark., but he is moving soon to 
New York to assume his new position. 





HART GOES WEST 
Hugh D. Hart, of Hart & Eubank, 
general agents of the Aetna Life in New 
York, left last Wednesday on a visit to 
his home at Little Rock, Arkansas. He 
expects to be away about ten days. 


ELECTED VI VICE- PRESIDENT 
Albert Schurr, vice-president of the 
North American’ Life, has been elected 

one of the vice-presidents of the newly 
organized People’s Mortgage and Title 
Guarantee Co., of Belleville, N. J. 


Herbert Adams Gibbons, who has just 
written the life of John Wannamaker, 
the late Philadelphia and New York 
merchant, has done a good job. It is one 
of the most interesting biographies 
which Harper & Bros. have yet pub- 
lished and has the additional merit of 
being official as Mr, Gibbons worked 
in co-operation with Rodman Wana- 
maker, son of the late merchant prince, 
present head of the stores, and a man 
carrying about $7,000,000 of life insur- 
ance. Dr. Gibbons was formerly a min- 
ister and after some residence in the 
Near East and other parts of the world 
went into journalism, becoming a war 
correspondent for the New York “Her- 
ald.” He had many of the most inter- 
esting newspaper assignments of his 
time. He soon became an authority on 
international affairs and has written 
many books, including “The New Map 
of Europe.” He is in demand as a 
speaker at universities and his own home 
is in Princeton. His wife, Helen Dav- 
enport Gibbons, is a talented writer and 
herself an author. They have a num- 
ber of children and their family life 
is ideal. Some quotations from the book 
relative to Mr. Wanamaker’s insurance 
experiences and opinions are printed 
elsewhere in this paper. 

- = 


William J. Tully, counsel of the Metro- 
politan Life, will sail today on the “Ho- 
meric.” He will not return to New York 
for several months as one of the points 
in his itinerary is India. 

* * * 

Miss Margaret Lois Fiske, daughter of 
Haley Fiske, president of the Metropoli- 
tan Life, and Martin Edward Walker, 
IIL., of Wilmington, Del., were married 
in New York on October 27. The cere- 
mony was performed by the Rev. Charles 
Fiske, Episcopal Bishop of Central New 
York, who is a nephew of President 
Fiske. 

x Ok Ok 

H. A. Balston, associate manager of the 
Royal Exchange, arrived in New York 
on the Majestice Tuesday for a visit to 
the United States and Canadian branches 
of the company. 


* * * 


Insurance Superintendent James A. 
Beha of New York broadcasted a talk 
over WMCA in New York City last 
week in connection with the Demo- 
cratic State campaign. 


+ * * 


Col. Paul M. Millikin, manager at 
Cincinnati of the Fidelity & Deposit, 
continues to distinguish himself as one 
of the company’s leading producers of 
judicial business. A few weeks ago, for 
example, he signed an administrator's 
bond in an estate of $1,023,000 and only a 
few weeks previous, signed a similar bond 
in an estate of $1,139,530. Col. Milli- 
kin’s present and past achievements in 
writing of judicial business prove that it 
pays to cultivate the acquaintances of 
lawyers. There is probably no other 
man in Cincinnati who is better or more 
favorably known among the city’s at- 
torneys than the Fidelity & Deposit’s 
popular branch manager. 

* ok Ok 

George H. Holden, who stepped into 
the production end of life insurance from 
the field of, insurance journalism a short 
time ago, is making a success. He is 
now located with Hart & Eubank, Aetna 
Life, New York, and when the company 
made known the fifty leading agents for 
September Mr. Holden was among them. 
His production of $175,000 was the result 
of his first full month with the Hart & 
Fubank agency. 

* * * 

Joel Tuttle, former secretary of the 
Iowa Bonding and Casualty, more re- 
cently executive secretary of the South- 
ern Surety, has been made secretary of 
the Des Moines Chamber of Commerce. 
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FIRE INSURANCE 














Northern N. Y. to Merge 
Assurance of America 


WILL HAVE CAPITAL OF $1,500,000 








William Brewster Will Be President and 
R. Bleeker Rathbone One of Board 
Members; Officers to Remain 

Two New York fire insurance compa- 
nies which have worked in more or less 
harmony and in sympathetic relationship 
of officers for some years, both of which 
vrew out of successful Lloyds organiza- 
tions, will be merged at special meeting 
of the stocKholders on December 1. The 
owners Of a majority of the stock of 
cach company have signified their ap- 
proval of the merger recommended by 
the directors. These companies are the 
Northern Insurance Co. of New York 
and the Assurance Co. of America. 

William Brewster, president of the 
Northern Insurance Co. of New York, 
will be president of the merged com- 
pany, which will retain the name of 
Northern Insurance Co. of New York. 

The president of the Assurance Co. 
of America is R. Bleeker Rathbone, who 
organized the company and carried it 
to success, and who has a fine reputa- 
tion throughout the insurance fraternity. 
He will become a director in the new 
company. 

James Marshall, vice-president of the 
Northern Insurance Co. of New York; 
Charles S. Conklin, vice-president and 
chief underwriting executive of the As- 
surance Co. of America, and other ac- 
tive executives of both companies are to 
serve the new company. 

Financial Situation 

Under the merger the Northern In- 
surance Company of New York will have 
a capital of $1,500,000. 

On September 30, 1926, the situation of 
both companies was as follows: 


Northern Assurance 


Capital satin $1,000,000 $500,000 
PISSCUS: 2c 008s 5,111,812 2,135,141 
Reserve ..s0- 2,551,000 700,763 
Sapplis. «2... 1,224,750 611,816 
Interest in- 

come from 

investments . 230,000 88,000 


Both the Northern and the Assurance 
Company of America have a good stand- 
ing with agents and the public. They 
are conservative companies and their lia- 
bilities are well distributed. 

An interesting sidelight on the merger 
is that both of these companies were ori- 
ginally Lloyds’ companies, the Assur- 
ance having been the Assurance of 
Lloyds of America, and the Northern 
having been the New York & Boston 
Lloyds. They each built up enough sur- 
plus to make incorporation easy. 

The Assurance Company of America 
was incorporated in 1897 with $200,000 
capital and $200,000 surplus, taking over 
the business of the Assurance Lloyds 
which had been organized in 1892. In 
1903 the Assurance absorbed the Na- 
tional Standard Insurance Company of 
New York. In 1923 it increased its cap- 
ital from $200,000 to $500,000, $200,000 
of the increase being in the nature of 
a 100% stock dividend. 

k. Bleeker Rathbone, the president of 
the Assurance Company of America, for 
many years was a member of the firm of 
R. C. Rathbone & Son. On July 1, 
1925, Willard S. Brown became chairman 
of the board of the Northern. 

Mr. Marshall for years was with 
Burke & Brown and then became a 
member of Willard S. Brown & Co. He 
was secretary of the Northern from the 
time of its formation until elected vice- 
president. 

Mr. Conklin, vice-president of the As- 
surance Co, of America, is well-known 
in underwriting circles. 

The Northern began with a paid up 
capital of $200,000 and $100,000 surplus. 


Agent Glenn H. Johnson 
Dies in Syracuse, N. Y. 


HE HAD BEEN ILL FOR MONTHS 





One of Country’s Most Popular Local 
Agents; Active in Many Civic Clubs 
and Organizations 





There was widespread regret through- 
out insurance agency circles in New York 
State this week because of the death of 
Glenn Howard Johnson of Syracuse, one 
of the best types of insurance agents in 
the country. He was a member of the 
firm of Leonard, Turnbull & Johnson, He 
died in Clifton Springs Sanatorium, fol- 
lowing a long illness, having been at 
People’s Hospital for four months prior 
to going to the sanatorium. 

Ir. Johnson was forty-six years old 
and president of the Kiwanis Club o, 
Syracuse. Death was due to a compli- 
cation of kidney diseases. 

Could Have Been President of National 
Convention 

Following a high school and business 

college education he went into the office 
as division engineer of the New York 
Central Railroad. His first insurance 
connection was with Schuyler, Grant & 
Company. A year and a half later he 
formed the partnership of Jones & John- 
son which later merged with Leonard, 
Purnbull & Johnson. 
_A couple of years ago he was men- 
tioned as a candidate for the presidency 
of the National Association of Insurance 
Agents but felt it wise to decline_be- 
cause of other interests, especially the 
Kiwanis Club of which he was later made 
president. He had been chairman the 
finance committee of the National Asso- 
ciation of Insurance Agents, are + i of 
the New York State Association of In- 
surance Agents and of the Insurance 
Club of Syracuse. He belonged to a 
large number of orders and clubs in 
Syracuse. 

Mr. Johnson was personally very popu- 
lar with his competitors. 








In November, 1900, the capital became 
$400,000 following a merger with the 
Eastern Insurance Co. of New York. In 
1904 $100,000 additional capital was paid 
in at par. In 1917 the capital stock was 
increased to $500,000 and in November, 
1923, to $1,000,000. 
Share for Share 

The combined assets of the Northern 
Insurance Co. after the merger with the 
Assurance Co. of America takes pl: -y 
will be $7,250,000; the reserves, $3,325 
000; the surplus, $1,850,000. 

The proposal contemplates the issu- 
ance of stock by the new company, share 
for share, to holders in the present com- 
panies and without assessment or contri- 
bution by either. 


Companies Win Stay 
In Missouri Case 


U. S. SUPREME COURT ACTS 





Grants Writ of Certiorari to Companies 
and Will Review Rate Case 
Involving $7,000,000 





lire insurance companies gained a 
temporary victory at least in the Missou- 
ri rate reduction case when the United 
States Supreme Court in Washington on 
Monday granted a writ of certiorari, 
which means that the Federal Supreme 
Court will review on constitutional 
grounds the decision of the Missouri 
Supreme Court that sustained the legal- 
ity of the order of Insurance Superin- 
tendent Ben C. Hyde, issued in 1922, 
that rates on fire, hail, lightning and 
windstorm insurance in that state be 
reduced 10%. The petition for the writ 
was brought before the court in Wash- 
ington by Charles E. Hughes, former 
Secretary of State. 

The fire companies contend that dur- 
ing the period when the experience was 
collected on which the 10% reduction 
was based they lost about $7,000,000 on 
their fire underwriting and had the rate 
reduction order been in effect they would 
have lost more than $7,000,000 more. A 
trial court in Missouri sustained the 
companies, but the Missouri Supreme 
Court, on appeal, reversed the decision, 
and ruled that the companies, had the 
rate reduction order been in effect, would 
have made nearly $7,300,000. 

About 160 fire companies are directly 
interested in the outcome of this impor- 
tant suit. The Supreme Court of Mis- 
souri, in arriving at the decision that 
the fire companies had made, and not 
lost millions of dollars, held that interest 
on unearned premiums should be con- 
sidered in determining the profits the 
companies had made in Missouri. Also 
that excess commissions paid to agents 
and brokers in St. Louis should not be 
allowed as legitimate expenses, that un- 
derwriting profits should be computed on 
the basis of premiums written and losses 
and expenses paid instead of premiums 
earned and losses and expenses incurred, 
and also that the Federal war tax should 
not be allowed as an expense. 


BUILDING TABLET 


Plans for the erection and unveiling 
of a memorial tablet dedicated to the 
late Morgan G. Bulkeley are rapidly 
nearing completion. The tablet, _ 
is to be placed at the center of the Hart- 
ford bridge, has been completed, ap- 
proved and is now awaiting shipment. to 
that city. The unveiling ceremonies 
which will include addresses by several 
prominent persons will take place the 
latter part of next month, according to 
Charles C. Cook, president of the Hart- 
ford Chamber of Commerce. 





WIND UP THE RUSSIAN LLOYD 


London, Oct. 15——Under a compulsory 
winding-up order made against the Rus- 
sian Lloyd, of 15 George Street, London, 
a statement of affairs has been filed 
showing, as regards creditors, unsecured 
liabilities £13,939 ($66,695) and assets 
estimated to produce £4,997 ($24,985). 











Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 


United States Fire Branch: 45 John Street, New York 


J. A. KELSEY, General Agent 


- GEORGE Z. DAY, Ass’t General Agent 


U. S. Statement December 31, 1925 


ASSETS j ; - 
PREMIUM RESERVE 
OTHER LIABILITIES 
NET SURPLUS 





$7,400,761.92 

1,799,563.19 
: 763,725.88 
4,837,472.85 























Since a 
ization in 1853 
The Home of 
New York has 
paid over three 
hundred and 
sixty-six mil- 
lion dollars in 


the settlement 
of losses. 
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A Florida Man Who 
Has Succeeded in Cuba 
WHITNER HAS MANY ACTIVITIES 


Head of Insurance Agencies Corporation 
Which Represents Home, Hartford, 
Automobile and Aetna C. & S. 


Some of the most successful men in 


Cuba today went there at the time of 
the Spanish-American War, and among 
those who have made splendid progress 


in the insurance business is William M. 
Whitner, who is head of the Insurance 
Agencies Corporation, Havana. 


The In- 








WILLIAM M. WHITNER 

surance Agencies Corporation is general 
agent for Cuba of the Home of New 
York, Hartford Fire, Automobile Insur- 
ance Co, and the Aetna Casualty & 


Surety. 

Mr. Whitner is a Florida man who 
went into the insurance field early. His 
first job was with Foster, Marion & 
Haynes, general agents at Jacksonville, 


Ila. for the Aetna Fire, Liverpool & 
London & Globe and other fire compa 
nies. ‘That was in 1889. For four years 
he was a life insurance man, being gen- 
eral agent of the Home Life. The exact 
date of his arrival in Havana was No- 
vember 22, 1898. He became manager 
of the insurance and real estate depart- 
ments of the Trust Company of Cuba 
in 1909, holding that post until 1922. In 
November of the latter year he organ- 
ized the Insurance Agencies Corpora- 
tion, and obtained the four well-known 
insurance companies mentioned in the 
early part of this article. 

to their last—in- 
larger cities of the 


Insurance men stick 
surance—in_ the 











NEWARK FIRE INSURANCE COMPANY 


Newark, N. J. 


Incorporated 1811 


A Company with a continuous 
3zand unblemished record of over a 
Century in protecting the interests 
of policyholders and agents. 


Agents Wanted Where Not 
Represented 

















United States, but outside of the main 

continent a man who is a_ prominent 

citizen in a community is called upon to 

engage in outside activitics also. 
Active in Real Estate 

Mr. Whitner is a firm believer in Cuba 
and enthusiastic about its future growth. 
He has been active in real estate and 
sub-division work in Havana. He or- 
ganized and developed the Country Club 
Park residential subdivision adjoining 
the Havana Golf Club and was or is 
identified with a number of other suc- 
cessful real estate enterprises and sub- 
divisions. 

Mr. Whitner was treasurer of the 
Havana chapter of the Red Cross dur- 
ing the World War. He served in vari- 
ous Official capacities for the United 
States Government of intervention from 
1898 to 1902 and again in the organiza- 
tion incident to the intervention in 1906. 
Iie was secretary to the Government of 
Hfavana Provinces and secretary super- 
visor of the national policy during or- 
ganization of the force. 

Alonzo C. Whitner is vice president 
of the Insurance Agencies Corporation 
and the secretary is Fernando G. Men- 
doza. 

The Eastern Underwriter asked 
Alonzo C. Whitner for a comment about 
Havana that would interest readers of 
this paper. He said: 

“My observation about Cuba is this— 
that the Central Highway is going 
through soon and not only will there be 
work for all and prosperity galore, but 
this season is to be the biggest tourist 
season ever. Ask anybody—come down 
and see!” 


NEWARK’S COMMUNITY DRIVE 
Insurance Men to Take Active Part in 
Raising Over One Million Dollars 
for Welfare Purposes 
John RK, Hardin, president of the Mu- 
tual Benefit Life of Newark, has an- 
nounced the completion of the commit- 
tee for the Community Chest drive of 

$1,100,000, of which he is chairman. 

The funds will be used for the 1927 
budgets of Newark’s charitable organiza- 
tions, health leagues, fresh air groups, 
hospitals, nurseries, Red Cross. 

Mr. Hardin expressed his satisfaction 
with the make-up of the committee 
which includes a number of prominent 
insurance men. The drive will start on 
November 12 and the members will solicit 
500 prospects able to give $500 or more. 

Among the insurance men who will 
take an active part are Edward D. Duf- 
field, John RK. Hardin, Lathrop Ander- 
son, Christian M. Feigenspan, Samuel 
Schechner, Spencer S. Marsh, Charles 
L. Farrell, Abram Deist, Roger Young 
and Neal Bassett. 


EXAMINERS TO MEET 

The first fall meeting of the Examin- 
ing Underwriters’ Association of New 
York will be held Tuesday evening, No- 
vember 16, at 5:45 o’clock, at Miller’s 
Restaurant on Nassau Street. President 
Charles P. Maury states that Walter O. 
Lincoln, an engineer with the local agen- 
cy of Mills & Honnes, will talk on in- 
spections, and S. H. Whipple, special rep- 
resentative of the Retail Credit Com- 
pany, will make a talk on moral hazard 
inspections. 


Newark Insurance 
Agencies Consolidate 


TO REPRESENT 17 COMPANIES 





Harold A. Sonn, Inc., and Arthur D. 
Reeve, Inc., Merged; Effective 
November 1; Sonn Manager 

It was announced this week that the 
fire insurance agency of Harold A. Sonn 
Inc., had been consolidated with the 
Arthur 1), Reeve, Inc., agency with head- 
quarters at 9 Clinton street, Newark, 
N. J., and will do business under the 
firm name of Arthur D. Reeve, Inc., the 
merger becoming effective November 1. 

Through the consolidation the Reeve 
agency will represent seventeen com- 
panics, making it one of the largest 
agencies in the state. 

The merger was brought about through 
the recent development of the Reeve 
agency which has been established for 
a number of years. Mr. Sonn has been 
appointed general manager of the con- 
solidated agency which will enable Mr, 
Keeve to devote more time to outside 
business. 

soth agents are well known in Newark 
and are members of a number of insur- 
ance organizations. Mr. Sonn is secre- 
tary of the Newark Board of Fire Un- 
derwriters and Mr. Reeve was formerly 
president of the same organization. 


JOINS KENTUCKY ASS’N 

The Louisville Board of Fire Under- 
writers, one of the best known in the 
coutry, and considered one of the most 
aristocratic and conservative of such 
bodies, last week voted to join the Ken- 
tucky Association of Insurance Agents. 
It joins as a body, paying one year’s 
dues for each member agency. Previ- 
ously some members of the board be- 
longed to the Kentucky Association, 
while others did not. 

BOOST HARMONIA’S CAPITAL 

The board of directors of the Harmo- 
nia lire of Bulfalo has recommended 
to the stockholders that the capital of 
the company be increased from $200,000 
to $500,000 and that $300,000 be added 
to the surplus. Stockholders will vote 
on the proposition’ November 15. The 
capital and surplus, if voted, will be paid 
in December 20. A majority of the stock 
of the Harmonia is owned by interests 
connected with the Home of New York, 
which icaves no doubt but that the cap- 
ital increase will be made. The increase 
will be made by issuing 30,000 additional 
shares of stock of $10 par value at $20 
a share. 

BOOSTS INSURANCE PRESS 

An editorial in the “American Agency 
Bulletin,” official organ of the National 
Association of Insurance Agents, says the 
most proficient agents “are religious 
readers of insurance papers from which 
they can obtain valuable sales helps and 
information about the business and learn 
of association activities.” 
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FIRE AUTOMOBILE AND CASUALTY INSURANCE 


Fidelity and Sure Ly Bonde. 
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Emphasizes Value 
Of the Local Board 


MANY FUNCTIONS TO PERFORM 





Welter H. Bennett of National Ass’n 

Tells Agents Local Board is the 

Backbone of Agency System 

Speaking Tuesday in Denver, Colo., be- 
fore the agents’ local board there Secre- 
iary-Counsel Walter H. Bennett of the 
National Association of Insurance 
Agents, pointed out the splendid work 
accomplished by local boards where they 
exist, and emphasized the important po- 
sitions they hold in company agency re- 
lations. The functions ot the local board 
are to defend the property rights of local 
agents against encroachment from legis- 
lation or from unprincipled companies or 
agents and to educate the public and 
other agents on what insurance is and 
does, said Mr. Bennett. 


“It should be remembered that unlim- 
ited representation of the same company 
in the same territory is a question of 
paramount impo.tance to the local agent 
and can be controlled usually only by the 
local boa-d,” ngpwaria to Mr. Bennett. 
“This is becanse conditions in various 
cities and towns differ so > minich that uni- 
form rules of representation cannot be 
applied satis‘actorily in every locality. 


Credits and Collections 
“Another most important 
which the local board can solve, 
is that of credits or collections. In many 
states the practice of extending credit 
for an unlimited period has been entirely 
curbed by agreement among the members 
of a local board. If the members of a 
local board will agree to curb this evil 
and stand by their agreement, the col- 
lection problem will be salved. With 
this problem solved local agents will have 
no difficulty in conforming with the rules 
concerning ‘not taken’ policies and pay- 


pre »yblem 
if it will, 


ment of balances set forth in the con- 
ference agreement mentioned. 
“Wherever a city or town is large 


enough to permit local agents to employ 
solicitors, the rules governing — their 
qualifications and terms of employment 
may be drawn up so as to eliminate im- 
proper compe tition among members. As 
a matter of fact, it would be wise for 
local boards to adopt rulings governing 
the employment of solicitors, whether 
their employment is customary or not. 
Thus it will be possible to ward off lax 
conditions, or to prevent evils before they 
become well established. 

“When a board operates or 
efficiently it will be able to determine the 
conditions under which business con- 
trolled by non-resident brokers is writ- 
ten within the jurisdiction of the board. 
Such a broker can be prevented from 
using unethical methods through which 
he has frequently robbed the local agent 
of commissions and-so written insurance 
as to make it a disadvantage to the com- 
panies carrying it. 

“State insurance departments frequent- 
ly obtain much valuable information and 
co-operation for law enforcement from 
local boards. This is true particularly 
of the anti-discrimination, anti-rebate 
and agency qualification laws.” 


functions 





Dinner to Beha 
(Continued from page 1) 


In discussing how the dinner originated 
Peter D. Kiernan said to The Eastern 
Underwriter: 

“T can onlv say that Superintendent 
seha is very popular with the agents 
of this territory and one or two of them 
suggested the thought that it would be 
a very nice courtesy to extend to him 
a complimentary dinner to show the ay= 
preciation of his friendly attitude on all 


questions affecting the conduct of his 
great office. 
“The response on the part of the 


agents to the suggestion was spontaneous 
and I am sure that it will be quite a 
distinguished affair. The man mostly 
responsible for the thought is P. J. 
Burke, who is general agent here of the 
Maryland Casualty.” 


HOLDS BROKER LIABLE 





N. Y. Attorney General Says Broker Is 
Responsible for Costs on Policies 
Ordered Without Authority 


Attorney General Albert Ottinger of 
New York has informed Insurance Su- 
perintendent James A. Beha that brokers 
who order policies for assureds without 
the latter’s authority and then have the 
policies returned as not wanted are re- 


sponsible for the costs incurred. This 
opinion by the attorne y gencral was 
given in answer to an inquiry by Mr. 


Beha who wished to know the exact le- 

gal status of brokers who made the hab- 
it of ordering original and renewal poli- 
cies without direct authorization 
their clients. Mr. Ottinger, in 
that the broker is responsible, 
part: 

“It would seem to me that a broker 
ordering an insurance policy without any 
authorization from the assured, with the 
hope that when the policies are present- 
ed to the assured he will 
implicdly warrants that he 
ity to do so. Baltzen vs. Nicolay, 53 N. 
Y. 467, et al. If therefore he in fact 
lacs authority he renders himself per- 
sonally liable on the warr anty to one 
who deals with him in good faith on re- 


from 
stiting 
said in 


accept same, 
has author- 








INCORPORATED 1868 





OF NEW JERSEY 


TRENTON, N. J. 
O. J. PRIOR, President 








Che Standard Hire Insurance Co. 


W. M. CROZER, Secretary 








Eance thereon. Dung vs. Parker, 52 N. agent for another, 
Y. 494, et al. do so, 

“An agent is liable: (a) Where he such authority 
rakes a talse representation of his au- 


tho. ity with intent to deceive. (b) Where 
with knowledge of his want of author- 
ity but without intending any fraud he 
assumes to act as though he were fully 
authorized. (c) Where he undertakes 
to act honestly believing that he has 


faith relied on 
position as agent, 
liable for 


and thereby 
injury toa third person who has in good 
the 


such injury, 
he has acted in good faith.” 


without authority to 


although hone stly believing he has 


c auses an 


correctness of his 
he will be personally 
notwithstanding 


aa Seer : W. J. FRECKLETON DIES 
authority when in fact he has not. 
“Where an agent, with knowledge of William J. Freckleton, member of the 
his want of authority, assumes to act James Johnston Insurance Agency, 
oc cont-act as agent of another he is Rochester, N. Y., died at his home in 


personally liable to the person with whom 
he deals, regardless of whether in so do- 
ing he acts without intending any wrong, 
or whether he falsely represents his au- 
thority with intent to deceive. 

“Where a person acts or contracts as 
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became 
in the 
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41 years. At the 
was treasurer of 








NEAL BASSETT, President 


ASSETS 
$21,285,738.13 





$ 5,809,834.29 


$ 4,478,484.10 


$ 5,508,164.57 


$ 4,872,321.76 


$ 6,564,842.84 


$ 915,931.65 $ 


TOTAL ASSETS" 


$49,426,317.34 





PHILADELPHIA, PA. 








A. H. HASSINGER, Vice-President and Secretary 


LIABILITIES 
$9,955,309.55 


$3,461,203.02 


$2,971,049.18 


$4,071 ,227.38 


$3,197,308.18 


$4,763,794.03 


72,839.60 


CONCORD, N. H. 


CHICAGO, ILL. 
Western Department 
H. A. CLARK, Manager 
844 Rush Street 


following a brief illness. 


He 
with James Johnston 


insurance business when he was 
17 years old and remained with them for 


time of his death he 
the company. 

















LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 


JOHN KAY, Vice-President and Treasurer 


ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY 


OF NEWARK, N. J. 





CAPITAL 
$5,000,000.00 


ORGANIZED 1853 


NET SURPLUS 
$6,330,428.58 








THE GIRARD F. & M. INSURANCE COMPANY 


OF PHILADELPHIA, PA. 
$1,000,000.00 


ORGANIZED 1854 


$1,339,631.27 





MECHANICS INSURANCE COMPANY 


OF PHILADELPHIA, PA. 
$ 600,000.00 


ORGANIZED 1866 


$ 907,434.92 





NATICNAL-BEN FRANKLIN FIRE INS. COMPANY 


OF PITTSBURGH, PA. 
$1,000,000.00 


ORGANIZED 1871 


$ 436,937.19 





SUPERIOR FIRE INSURANCE COMPANY 


OF PITTSBURGH, PA. 
$1,000,000.00 


ORGANIZED 1870 


$ 675,013.58 





CONCORDIA FIRE INSURANCE COMPANY 


OF MILWAUKEE, WIS. 
$1,000,000.00 


ORGANIZED 1886 


$ 801,048.81 





CAPITAL FIRE INSURANCE COMPANY 


OF CONCORD, N. H. 


$ 300,000.00 $ 543,092.05 





TOTAL LIABILITIES TOTAL 


$28,492,730.94 


HOME ¢ OFFICES 
NEWARK, NEW JERSEY 
MILWAUKEE, WIS. 
DEPARTMENT OFFICES 


$22, 





WELLS T. BASSETT, Vice-President and Secretary 


JANUARY Ist, 1926 STATEMENTS 


POLICYHOLDERS 


$11,330,428.58 


$ 2,339,631.27 


$ 1,507,434.92 


$ 1,436,937.19 


$ 1,675,013.58 


$ 1,801,048.81 


$ 843,092.05 


NET PREMIUMS 


498,413.63 


PITTSBURGH, PA. 


SAN FRANCISCO, CAL. 


Pacific Department 


60 Sansome Street 


W. W. & E. G. POTTER, Managers 
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fn the Pits 


+ after lap, they thunder past. Then one car is 
seen to slow down and nose reluctantly into 
the pits. But before it has even settled to a full 
stop, expert hands fly to the task. A sure adjust- 
ment here, a lightning twist there—and the eager 
machine leaps back to the boards roaring a new 
challenge. 

In the great race of National progress, Insurance 
is in the pits, ever on the watch 


drop out of the running when it has met with 
sudden disaster. Instead, after the first shock 
has passed, it soon makes a new start, refreshed 
and revitalized by this great power. 

The men who are “in the pits” for the Liver- 
pool and London and Globe have thus served 
many industries, large and small. Their alertness 
has identified the Liverpool and London and 
Globe with the winners in 
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all the great enterprises of the 
Nation. 











Tusurance Co. 
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E. U. A. Committees 
Working Out Details 


EXECUTIVE COMMITTEE NAMED 





Twenty-one Leading Executives Share 
Responsibilities of Getting New 
Organization Going 





The Eastern Underwriters’ Association 
is losing no time in preparing to func- 
tion actively. Arrangements are already 
being made to take over the present of- 
fices of the Eastern Union at 135 Wil- 
liam Street, New York City, which are 
now the headquarters of the association, 
and the staff of the Eastern Union is 
serving as the staff for the E. U. A. 
At a meeting of the Organization Com- 
mittee last week the Executive Commit- 
tee and several other committees were 
appointed. President R. M. Bissell pre- 
sided at this meeting. . 

The Executive Committee appointed 
by the president, which will function un- 
til after a general meeting of the full 
association, will consist of the members 
of the Organization Committee, with C. 
F. Shallcross, general manager of the 
North British & Mercantile Group, add- 
ed, and, with the officers of the organ- 
ization, will be as follows: 

N. S. Bartow, Queen; Neal Bassett, 
Firemen’s; R. M. Bissell, Hartford; Ly- 
man Candee, Globe & Rutgers; Sheldon 
Catlin, Insurance Co. of North America; 
E. E. Cole, National Union; Paul 
Haid, America Fore Companies; Ralph 
B. Ives, Aetna; O. E. Lane, Niagara; C. 
A. Ludlum, Home; Edward Milligan, 
Phoenix of Hartford; John H. Packard, 
London Assurance; Whitney Palache, 
Commercial Union; J. Lester Parsons, 
Crum & Forster; R. G. Pieper, Rhode 
Island; N. T. Robertson, National Lib- 
erty; O. E. Schaefer, Westchester; C. F. 
Shallcross, N. B. & M.; C. G. Smith, 
Great American; H. A. Smith, National 
of Hartford, and C. H. Yunker, Milwau- 
kee Mechanics. 

Arranging Data For Field Men 


Immediately after its appointment by 
the president, the Executive Committee 
took up the important work of arrang- 
ing for the preparation of various data 
to be sent to field men and agents, as 
well as the appointment of the proper 
sub-committees to undertake the great 
amount ‘of detail work which is neces- 
sary. 

Mr. Bissell asked to have appointed a 
Committee on Committees for the pur- 
pose of deciding just what committees, 
in addition to those already provided by 
the constitution and by-laws, are neces- 
sary, and to aid him in naming a per- 
sonnel which will insure the most com- 
plete knowledge of the conditions to be 
investigated by the respective commit- 
tees. The following is the Committee on 
Committees : 

Edward Milligan, chairman;; Lyman 
Candee, Sheldon Catlin, O. E. Lane, C. 
A. Ludlum, Whitney Palache and N. T. 
Robertson. 

For the purpose of studying the as- 
sociation plan of permanent working or- 
ganization and its personnel, the follow- 
ing committee was appointed: H. A. 
Smith, chairman; Paul L. Haid and Ed- 
ward Milligan. 

The following committee of five: Paul 
L. Haid, chairman; N. S. Bartow, Neal 
sassett, O. E. Lane and O. E. Schaefer, 
was appointed for the three following 
Inportant purposes: 

Agreements For Agents 


A—To prepare a digest of the rules of 
the association for the use and instruc- 
tion of special agents. 

B—To prepare a letter to be used by 
companies to send to their local agents, 
in which will be set forth the commis- 
sion scales and the conditions under 
which they may be obtained by various 
agencies, and a resume of the objects of 
the association. 

C—To prepare commission agreements 
for local agents’ signatures. 

One of the most important committees 
to function for the new association will 
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be the Committee on Rates, and, pend- 
ing its appointment, rating organizations 
operating in Eastern territory are to be 
requested to withhold further changes or 
extensions in rating schedules. It is rec- 
ognized that conditions in different parts 
of the territory will need the most inti- 
mate and careful study, and the Commit- 
tee on Rates, therefore, will be selected 
with great care. 

It was the sense of the meeting that 
members of the Executive Committee 
would personally attend all meetings, in- 
suring the closest possible attention to 
the affairs of the association by the re- 
sponsible executives of the companies. 

For the reason that a number of com- 
panies which have expressed their inten- 
tion of joining the association have not 
vet actually signed the constitution and 
by-laws, in fairness to those companies 
and their agencies, no list of companies 
members of the association will be pub- 


lished at this time, but will be available 
in the near future. 

Meetings of the Executive Committee 
of the association will be held hereafter 
on the second and fourth Tuesday of 
each month at 3 p. m. or at the call of 


the president, at the association head- 
quarters. 





TWO FIELD MEN WED 


Colonel Joe Button, Virginia commis- 
sioner of insurance, delivered the charge 
to the benedicts when field associates of 
Gordon Kyle and Daniel Langhorne 
Coulbourn entertained them at a dinner 
at the Richmond Hotel prior to their 
weddings last week. The Colonel told 
them that marriage is a fine institution 
and he strongly recommended every one 
embarking upon the matrimonial voyage 
sooner or later. 








KILLED IN GARAGE BY 


CARBON MONOXIDE 
(Special Dispatch to The Herald) 
PITTSFIELD, Sept. 26—Adolphus 

Yon, 51, a foreman at the General Elec- 
tric Company plant, was found dead in 
his garage at 65 Wilson street, tonight. 
An automobile with the engine run- 
ning, was in the garage, and Yon was 
the victim of carbon monoxide gener- 
ated by the motor, according to Medi- 
cal Examiner Joseph Howe, who viewed 
the body. He was born in North 
Adams and lived here for 25 years. 
He is survived by his widow and seven 
children. 











You will see items like the above in the newspapers right 





along from now on. 
Rn nn ee eee eaten 


Brokers and Agents who wish to supply their clients with 
individual WARNING CARDS or large WARNING 
PLACARDS for stores and factories, can obtain them from 
the John Hancock Mutual Life Insurance Company, 197 
Clarendon St., Boston, Mass., which is interested in Life 
Conservation, especially in informing the public of the in- 
sidious dangers of Carbon Monoxide Gas. 


Ask for our booklet “Carbon Monoxide Gas” containing 
complete information. Address Inquiry Bureau. 


Lire INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


Over Sixty Years in 
Business. 
$2,400,000,000 Insur- 
ance in Force. 

Safe and Secure in 
Every Way. 








UNPAID PREMIUM DATA 





Manager of Central Bureau of Fire 
Exchange Wants Free Insurance 
Information Nov. 10 
Manager B. R. Mowry, of the Central 
Bureau of New York Fire Insurance Ex- 
change, has notified all the fire compa- 
nies regarding the information they must 
submit with regard to free insurance 
data. The information called for in- 
cludes earned premiums on all policies 
whether returned “not wanted” or other- 
wise and on all binders marked off. His 

notice follows in part: 

“To compile the data required by the 
New York State Insurance Department 
it is absolutely necessary that these 
blanks be carefully and completely filled 
out and mailed not later than the 10th 
day of each month following ninety days 
from the close of the month for which 
the liability became terminated, except 
on classes of fire insurance involving the 
determination of earned premiums, in 
which case they shall be filed on the 
10th day of the month following ninety 
days from the close of the month in 
which the earned premiums have been 
determined, 

“The first report, which must be sent 
not later than November 10, will there- 
fore include all earned premiums still un- 
paid on fire insurance which became ter- 
minated during the month of July and 
for liability on classes of fire insurance 
involving the determination of earned 
premiums when such determination was 
made during that month. 

“A separate sworn monthly report 
must be made whether or not there are 
any such outstanding items to report; 
in case there are none to report, fill in 
the name of the company and your ad- 
dress at the top of the blank, write the 
word, ‘None,’ across the face, sign the 
report and have same properly sworn 
to." 





RED CROSS COMMITTEE 


A committee of New York insurance 
brokers consisting of Reuben E. Kipp, 
chairman; Malcolm B. Dutcher, R. H. 
Depew, John A. Eckert, Carlton O. Pate, 
Arthur M. Murray, P. T. Stillman, Ly- 
man E. Thayer, L. A. Wallace and Ber- 
thold M. Harris, has been formed to re- 
quest subscriptions from all of the in- 
surance brokers of New York City for 
the tenth annual Red Cross roll call, 
opening November 11, Armistice Day. 
The recent hurricane in Florida again 
emphasizes the importance of keeping 
the American Red Cross for instant and 
effective action in times of disasters. Aid 
for the ex-service man and his depend- 
ents constitutes a major part of the Red 
Cross program in New York and more 
than 4,000 wounded veterans, men still 
in service, and members of their families 
were aided during the year, according to 
the last annual report of the chapter. 
Legal assistance, money loans and med- 
ical advice are included in this work. 

In addition to making the firm sub- 
scription the brokers are also asked to 
appoint some member of their office staff 
to act as house-captain to secure the 
individual $1 memberships. Subscriptions 
may be sent to any member of the com- 
mittee or the secretary, Berthold M. 
Harris, room 1720, 80 Maiden Lane, New 
York City, telephone John 5273. 





PAYS LOSS IN THREE HOURS 

While W. S. Eberle, state agent for 
the Insurance Company of North Amer- 
ica, and J. W. Rainey, farm special 
agent, were passing through Jones, Okla., 
the morning of October 22, to attend the 
Farm Fire Prevention meeting at Wells- 
ton, they discovered a large farm barn 
afire, which the latter immediately rec- 
ognized as one of the North America’s 
risks. It had been struck by lightning 
about an hour before and was owned by 
D. R. Thompson ‘and B. H. Mears, 
bankers at Jones. Proof of loss was 
taken immediately and a draft issued 
covering loss to barn and contents, while 
the debris was still burning. The entire 
transaction from the time the barn was 
struck and draft issued covered a period 
of about two and one-half hours. 
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INCE the present management 

assumed control of the business of 
Commerce Insurance Company, in 
September, 1923, there has been a 
marked and consistent progress in the 
affairs of that organization. 


The surplus has increased approximately 
$600,000, and is expected to be over $1,000,000 
at the close of this year. 














ij 
The assets have increased two-and-a-half at A 
times, and will approximate $3,200,000 by 1 


December 31, 1926. 
The premiums have quadrupled. 











Today, an ever-increasing agency force is ill | 
| 


finding it profitable to nh (\ | 
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“Carry on with Commerce” = 


OMMERCE_ 


INSURANCE COMPANY 


of GLENS FALLS, NEW YORK 


F.M. SMALLEY, Vice-Pres. and Secy R.C. CARTER, Treas. 


G.S. JAMISON, Asst. Secy. 
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Suggests Stoddard or 
Dunham to Head E. U. A. 


F. V. BRUNS WRITES TO BISSELL 





Says New Body Might Well Be Headed 
By One Somewhat Outside of Insur- 
ance; Excelsior Joins E. U. A. 





Fredrick V. Bruns, president of the 
Excelsior of Syracuse, N. Y., and also 
a well-known local agent, suggests that 
the newly formed Eastern Underwriters 
Association appoint some one not imme- 
diately connected with an insurance com- 
pany as head of the association, and sub- 
mits the names of Col. Francis R. Stod- 
dard, former insurance superintendent of 
New York, and Howard P. Dunham, 


present insurance commissioner of Con- 
necticut, as among those who would be 
fit to act as the Will Hays of fire insur- 
ance. 

Mr. Bruns made his recommendations 
in a letter to President R. M. Bissell of 
the Eastern Underwriters Association, in 
which he announced that the Excelsior 
would join the association. In Mr. Bruns’ 
opinion, he regards the E. U. A. as the 
most forward step in the business of in- 
surance. In speaking of a possible head 
of the association, Mr. Bruns wrote: 


Suggests Will Hays of Insurance 


“May I take the liberty of adding my 
suggestion to the great number which 
you undoubtedly have and will receive, 
that one of the most vital objectives in 
connection with the success of the new 
organization primarily rests in the type 
of man who is to be the administrative 
head of the association ? : 

“We all know that the great moving 
picture industry went outside of its own 
business in getting Will Hayes to fill its 
most important administrative position. 
The baseball business also picked a dis- 
tinguished jurist to handle its problems. 

“Without the knowledge of the gentle- 
men whose names I am going to suggest, 
and possibly mentioning them more as 
types than as specific instances, might I 
take the liberty of suggesting that the 
tremendous influence of the Eastern Un- 
derwriters Association would be en- 
hanced could there be brought in it as 
executive officer and administrator a man 
sich as Col. Francis R. Stoddard, former 
ee of Insurance of New 

York State, or Hon. Howard P. Dunham, 
present Supe ‘rintendent of Insurance of 
the State of Connecticut. 

‘Both of these gentlemen command 
the respect and affection of all with 
whom they come in contact. The public 
knows them. Insurance companies have 
come to know them in an intimate way. 
The local agency force of the country 
has for each of these men genuine af- 
fection and respect. 

“There may be others equally well 
suited, but my personal acquaintance with 
these two ge ‘ntlemen prompts me to sug- 
gest their names to you.” 





PRINT CONVENTION TALKS 

The National Association of Insurance 
Agents has had published in pamphlet 
lorm the integration talk of Walter H. 
Bennett at the Atlantic City convention 
and also the address of Insurance Com- 
missioner Harry L. Conn, of Ohio, in 
which advocated measures to increase 
the quality and restrict the quantity of 
insurance agents. Copies of these pam- 
phlets may be obtained from the asso- 
tiation headquarters at 80 Maiden Lane, 
New York City. 


MISSOURI ASSOCIATION ELECTS 
New officers of the Missouri Associa- 
‘ton of Insurance Agents, elected at the 
fecent annual meeting, include: Presi- 
cent, E. J. Fradenburg, Kansas City; 
Mtst vice -president, W. A. Shelton, 
nionville; second vice- president, L. C. 
Tubbelt, Springfield; third vice-president, 

LL. Cleveland, Poplar Bluff; secretary, 
ary A. Hall, Kansas City, and treas- 
uer, James Wallace, Kansas City. 











Progressive Agents 


There is hardly an occurrence in home or 
business, which the alert agent cannot cover 
with insurance protection. 


Business is flourishing and new communities 
are springing up everywhere. Among them 
the progressive insurance agent is found to 
occupy a well defined place of no small im- 
portance. 


His identification with a national institution 
whose dependability and service are well 
known, contributes valuably to his standing, 
and invites those large business interests of 
people who are scrupulous and precautious 
about placing their insurance. 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
75 Maiden Lane, New York 


Hart Darlington, Manager 


EAGLE FIRE COMPANY 


of New York 


Incorporated 1806 
Hart Darlington, President 


75 Maiden Lane, New York 


The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


H. P. Jackson, President F. P. Stanley, Vice Pres. 


The Agent Who Seeks to Give Service 
Must Himself be Well Served 


COMPANIES 








Many New Companies 
In the Fire Field 


ONE WILL WRITE HOTELS ONLY 





Illinois, South Carolina and Texas Rep- 
resented by Latest Entrants; One 
Run by Bohemians 





New insurance companies are coming 
thick and fast. 

The Costamin Insurance Co. of Co- 
lumbia, S. C., licensed by the South 
Carolina department in October, has an 
authorized capital of $50,000, of which 
$12,500 has been paid in in cash. Joseph 
Norwood, president, treasurer and pro- 
moter of the company, is president of 
the Cotton States Mutual of Columbia. 
M. J. Miller, vice president and secre- 
tary of the company, was for fifteen 
years secretary and general manager of 
the Insurance of South Carolina Sinking 
Fund Commission, which insures all 
state, county and school district prop- 
erty in South Carolina. 

The Hotel lire Underwriters of Chi- 
cago is issuing policies guaranteed joint- 
ly by the Equity Fire Insurance Co. of 
Kansas City and the West American In- 
surance Co. of Los Angeles, and the Na- 
tional Guaranty Fire Insurance Co. of 
Newark. This department is managed 
by Miles & Miles, Inc., of Chicago. It 
is the purpose of the department to 
write only the larger and more modern 
hotels. Mark Miles of the Management 
Corporation was for many years with 
the Northwestern Mutual Fire. 

The Liberty Insurance Company of 
Dayton, O., will start writing general lia- 
bility insurance the first of the year. It 
was organized in 1922 and has been 
writing accident, automobile full cover- 
age, health and plate glass. 


The Safety First 

The Safety First Fire Insurance Com- 
pany of Chicago has been in operation 
since June, 1925. It took over the busi- 
ness of the Bohemian Mutual Fire In- 
surance Company and has the same 
board of directors. Its capital is $100,- 
000; its assets, about $160,000. 

The Seaboard Insurance Company of 
Baltimore, which was licensed to do 
business in 1924, has been acquired by 
new interests, headed by Rodney J. 

srooks of Joseph W. Brooks & Co. 
The board of directors consists of prom- 
inent men in Baltimore. At the end of 
last year the total admitted assets were 
$368,000. Heretofore the business has 
been transacted in four states. The new 
interests plan to confine the business 
solely to Maryland. The Seaboard 
writes automobile full coverage and fire, 
rain and transportation insurance. 

The Trinity Fire Insurance Co. of 
Dallas, Tex., in operation since January, 
1926, st: urted with a capital of $250,000 
and increased its cz apital in July to $500,- 
000. It was organized by the J. E. Jar- 
ratt Company, investment — of 
San Antonio, Texas, and Rk. A. Belknap, 
insurance underwriters of Dallas, The 
president, RK. A. Belknap, and active 
vice-president and secretary, Edward T. 
Harrison, have been associated together 
for many years in the operation and 
control of insurance institutions, the 
management and loss paying records of 
which have always been given an ex- 
cellent rating. The company has assets 
of about $1,000,000. 





JUNIOR FIRE DEPARTMENTS 

Nearly forty-five mewspapers' ran 
stories showing the progress and enthu- 
siastic response made by the boys of 
Oklahoma City to the junior fire depart- 
ment movement sponsored by the Okla- 
homa City Board of Fire and Casualty 
Underwriters, the Daily Oklahoma, the 
Fire Department, and other cities dur- 
ing Fire Prevention Week. 


MULDAUR ‘ON TOUR 
George B. Muldaur, general agent at 
New York for the Underwriters Labora- 
tories, has been on a speaking tour in 
the South and West and returned to 
New York this week. 
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Suburban Field Club 
Holds 100th Meeting 


L. E. FALLS IS THE SPEAKER 


Discusses Principal Eras in Development 
of Civilization; Boosts Membership 


In Field Clubs 


The New York Suburban Field Club 
celebrated its one hundredth meeting at 
the Drug & Chemical Club on Monday 
by having as its guest and speaker Lau- 
rence E, Falls, assistant secretary of the 
American of Newark. 
hand to 
Page, in 


There was a large 
crowd on hear the speaker. 
President Mr. 
Falls, said he was gratified with the ex 
cellent attendance which was the best 
of any meeting so far this year. Mr. 
Falls said he believed wholeheartedly in 
the field club movement and that he was 
proud that his company had two men 
as members of the Suburban Field or- 
ganization. 

Mr. Falls began his address by men- 
tioning the three principal eras in the 
development of civilization. The first 
was the brawn era in which accomplish- 
ments were gain by physical prowess, 
when might was right. The second era 
was known as the brain era in which 
intellectual brilliance overshadowed 
every other form of activity, but in 
which the quality sympathy was lack- 
ing. It was a period in which selfish 
motives predominated and cunning wy: 
developed so that man had risen one 
step above the brute. The third period, 
Mr. Fall said, was known as the heart 
era, or the period in which we are now 
living; an era of cooperation in which 
men have recognized their inter-depend- 
ability 

Field Clubs and Cooperation 

Continuing, he said that field clubs are 


introducing 


the best possible evidence of this need 
for cooperation, as are the National 
3oard of Kire Underwriters and_ the 
Eastern Underwriters’ Association. He 
said in part: 

“Time is our greatest asset and it takes 
time and money to attend field club 
meetings, but our company wants its 
freld men to cooperate actively ‘in the 
affairs of their respective field clubs—to 
merit the good will of their fellows. We 
want fifty field men traveling in this 
territory instead of two, and this good 
will can only be gained by giving some- 
thing of ourselves to the common cause. 
J do not mean to convey the idea that 
any man should entirely relinquish his 
individual personality and expect to 
have his work done for him. The very 
busy men who are doing the most for 
their companies and their jobs are prob- 
ably the ones most active in this Field 
Club. 

““The conversational advertising in the 
insurance business is probably not 
equalled in any other trade or profes- 
sion. The charity or animosity with 
which your reputation and that of your 
company is handled by the special agents 
of competitor companies depends largely 
upon the impression you create in your 
contacts in this body and during these 
meetings. Maybe your competitor has 
formed an adverse opinion of your abil- 
ity or of your sincerity during some 
agency visit, but discredits much of this 
if he learns to know you here in the 
field club work.” 





RATE INQUIRY 

Inquiry into fire and casualty rates in 
Virginia is expected to start some time 
this month, according to Walker C. Cott- 
rell, secretary of the commission appoint- 
ed by Governor Byrd at the direction of 
the legislature to make investigation 
and determine whether the people of 
Virginia are being discriminated against 
in the matter of rates. 


KENTUCKY INCREASE DELAYED 





Advance of 124%%% on Fire Rates Now 
Put Off Until December 1; Compa- 
nies Lost Nearly 24% Says Official 
The proposed 124%4% increase on fire 
insurance rates in Kentucky has been 
postponed again, this time from Novem- 
ber 8 until December 1, on the request 
of Attorney General F. E. Daugherty, 
who wants to delay the cross-examina- 
tion of insurance company witnesses un- 
til November 15 in order to have time 
to examine schedules introduced by the 
companies at a hearing last week. The 
fire companies lost 23.9% over the five 
year period from 1921-1925, computed on 
an earned premium basis, Russell H. 
Hobbs of the Western Actuarial Bureau, 
testified. A minimum loss of 11.2% for 
the same period was figured on a writ- 

ten premium basis. 


MADE ASSISTANT SUPERVISOR 

J. P. McDowell, formerly manager of 
the Chicago fire and casualty offices of 
the Retail Credit Co., of Atlanta, Ga., 
has been appointed assistant supervisor 
of the same departments at the home of- 
fice of which L. S. Brooke is superin- 
tendent. Mr. McDowell is at present in 
Boston, where he is devoting much time 
to problems of production which have 
been brought about by the compulsory 
automobile liability law. 


WANTS TRAVELERS TO JOIN 


The Richmond local board has not 
given up hopes of getting the fire man- 
ager ot the Travelers branch office in 
that city into the board, according to 
expressions heard at its last meeting. 


MADE UPTOWN MANAGERS 


Hall & Henshaw, metropolitan agents 
and managers for several fire insurance 
companies, have appointed Jacob Leit- 
ner, Inc., also of New York City, as up- 
town branch managers. 











CHRYSLER COMPANY THROUGH 


Will Not Make Any Further Insurance 
Contracts Similar to One With the 
Palmetto Insurance Co. 

The Chrysler Corporation does not in- 
tend to make any further automobile in- 
surance contracts along the lines of the 
wholesale agreement made last year with 
the Palmetto Fire. The Palmetto con- 
tract expired several months ago and 
in view of the Supreme Court decision 
last week the manufacturing company 
will stick to the present plan of having 
automobile dealers and finance compa- 
nies arrange for the insurance on cars 
sold on time. It is believed in Detroit 
that several automobile manufacturing 
companies may form their own insurance 
company subsidiaries, along the lines of 
the General Exchange Insurance Cor- 
poration of the General Motors Com- 

pany. 








BOSTON BOARD NOMINEES 

William Gilmour, of Gilmour, Rothery 
& Co., has been nominated for presi- 
dent for the Boston Board of Fire Un- 
derwriters. Other nominations include: 
Walter S. Gierasch, of Robert A. Boit 
& Co., vice-president; manager, William 
H. Winkley; secretary-treasurer, James 
Davis. Members of the advisory com- 
mittee for three years—Springfield Fire 
& Marine and Globe & Rutgers Insur- 
ance Companies and Herbert G. Fair- 
field, of Russell, Fairfield & Co.; ex- 
ecutive committee—John H. Eddy, Ired- 
erick G. Farquhar, of William A. Ham- 
ilton Company; John Paulding Meade; 
George B. Proctor, of Patterson, Wylde 
& Windeler, and Samuel B. Reed, of 
O’Brion, Russell & Co.; brokers’ com- 
mittee—Gustavus B. Holt, of W. H. 
Brewster & Co.; Edward M. Peters and 
Harold C. Read, of Jordan, Read & Co.; 
hand book committee, Joseph E. 
Downey. 
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RENT 
RENTAL VALUE AUTOMOBILE TRUCK TRANSIT 
LEASEHOLD TRANSIT FLOATERS 


USE AND OCCUPANCY 





INLAND MARINE AND COASTWISE 


EXPLOSION 
SPRINKLER LEAKAGE 


PERSONAL EFFECTS FLOATER 


©)INCE the incorporation of the AETNA INSURANCE COMPANY in 1819, 
5) the scope of its operations has grown from the writing of simple 
(2~ fire insurance to the complete and comprehensive covering of every 
kind of property hazard. Hurricanes in Florida... . hail in Illinois.... 
fires in every town from Maine to Oregon . . . . wherever property has = 


been destroyed, AETNA has borne its share of the loss. 


\ "" Y\ wis * Tse =) oath Sve a anasinaaeellll =, 
’ . ‘ ‘ we } 


"MORE THAN A CENTURY OF SERVICE" 


RIOT AND CIVIL COMMOTION 


FIRE = 
WINDSTORM = 
AUTOMOBILE 


President 


FETNA INSURANCE COMPANY = 
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What Fire Means to 
Railroad Employes 


MANY LOSSES 


UNINSURABLE 





Manager of Insurance Department of the 
N. Y. N. H. & H. Tells Why Fires 
Must Be Cut to Minimum 





William F. Hickey, manager of the in- 
surance department of the New York, 
New Haven & Hartford Railroad, and a 
member of the committee on pyroxylin 
bases of the National Fire Protection As- 
sociation, wrote the following article on 
the results of fire to railroad employes 
for the “Industrial Fire Chief” published 
by the Foamite-Childs Corporation of 
Utica, fire protection engineers and man- 
ufacturers : 

A fire on a railroad increases the oper- 
ating expenses in several positive ways 
for which no insurance can be collected 
and which have an effect on each indi- 
vidual employee: 

1. No insurance company will pay full 
replacement cost, but will pay only the 
present worth at the time of the fire, that 
is, the cost to reproduce less depreciation 
for age and wear. Even if the full 
amount of insurance is collected, there is 
a sum representing the difference be- 
tween the depreciated value and the cost 
to replace which cannot be recovered. 

2. A fire on a railroad usually necessi- 
tates providing temporary facilities 
(buildings or tools) because the railroad 
must run twenty-four hours a day. A 
destroyed facility has to be replaced tem- 
porarily, and the cost of a temporary 
facility is not recoverable from the in- 
surance companies. 

3. The loss of the facility necessitates 
unusual and expensive moves in the 
storehouse, shop, office, or on the road, 
and while it is almost impossible to meas- 
ure in dollars and cents the cost of those 
unusual moves, it is a positive loss never- 
theless and cannot be collected from the 
insurance companies. Neither can the 
cost of fighting a fire. 


4. The larger the fire loss is, the 
greater the insurance premium which has 
to be paid. 


Those are distinct losses, chargeable to 
operating expenses, which cannot be col- 
lected from the insurance companies, 
and which, of course, reduce the amount 
of money available for wages and for in- 
terest on bonds and dividends on stock 
largely owned by employees. There is 
also the possibility that fire will destroy 
the storehouse, the shop, or the office, 
and thus deprive employees of earning 
wages until these facilities are replaced. 

Another effect of fire on the individ- 

ual employee is the inconvenience and 
disturbed condition resulting from the 
use of temporary facilities and unfamil- 
iar tools which make the work more dif- 
ficult; also loss of personal effects and 
tools. Furthermore, operations are han- 
dicapped by the loss of facilities, result- 
ing in delays to trains. As transporta- 
tion is all that a railroad has to sell, dis- 
Satisfied customers will seek to purchase 
it elsewhere, thus lessening the need of 
employees’ services and cutting off names 
from the payrolls. 
_ Individual care in the prevention of fire 
1s therefore not only necessary for the 
Prosperity of a railroad, but it is a duty 
cach employee owes himself for selfish 
and personal reasons. 





G. KIRKHAM SMITH RESIGNS 
G. Kirkham Smith, for five years ma- 
tne department general agent for the 
Insurance Company of North America, 
as resigned, according to Manager Mc- 
Clure Kelly of the North America and 
allied companies at San Francisco. Mr. 
Smith’s resignation will become effective 
January 1, 1927. He has been general 
agent for the North America marine de- 
Partment since 1921, prior to which he 
Was with the Fireman’s Fund. + 





BRITISH AMALGAMATION 
It is rumored that the British General 
of London will shortly be amalgamated 
with a large British company, said to be 
the Commercial Union. 


WILLIAM SCHNEIDER DIES 





Well Known in Newark Insurance and 
Building Loan Association 
Circles 
William Schneider, insurance broker 
and director of a number of building and 
loan associations, died suddenly at his 
home, 124 Underwood street, Newark, 

N. J., last Friday. 

Mr. Schneider, who was fifty-five 
years old, was born in Newark and had 
lived here all his life. He had suffered 
from aneurism nearly twenty years. 


Besides his wife he leaves two daugh- 
ters, Mrs. August W. Geisler and Mrs. 
A. Milton Soffel. 

Funeral services were conducted at his 
home Sunday by Dr. Oscar E. Braune of 
St. John’s German-English Lutheran 
Church. Interment took place Monday 
morning in Fairmount Cemetery. 





LUMBER MAN’S COMPANY 
Some of the most successful men in 
Houston, Tex., are behind the American 
General Insurance Co., organized recent- 
ly to write fire, casualty and surety. J. 
W. Link of the Kirby Lumber Co. is 
chairman of the board of directors. 


AIRCRAFT CONFERENCE 


Proposed air regulations were discussed 
and recommendations made from the 
standpoint of insurance, at a conference 
held recently at the Department of 
Commerce. The meeting was attended 
by representatives of insurance com- 
panies, air transportation companies, 
American Bureau of Shipping, Guggen- 
heim School of Aeronautics of New 
York University, and other interested 
parties. There was another meeting at 
the end of October to discuss the regu- 
lations from the standpoint of the press. 
The Department of Commerce is now 
drawing up the final set of regulations. 
The Department of Commerce has been 
granted broad powers, by Congress, 
which passed a bill at its last session, 
to encourage and regulate the use of 
aircraft in commerce and for other 
purposes. 





OPEN INLAND MARINE DEP’T 


Ogden & Fay of New York City have 
opened a fully equipped inland marine 
department with Charles Welk in charge. 
The department will represent the Balti- 


o~_ American of the National Liberty 
eet. 











F 





























THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business since 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 

CHARLES W. HIGLEY, President 
MONTGOMERY CLARK, Vice-President 

. G. HOLLMAN, Secy. 
H. T. GIBERSON, Treasurer 
F. E. SAMMONS, Asst. Secy. 
A. E. GILBERT, Asst. Secy. 
HOME OFFICE 


Hanover Bldg., 34 Pine St. 
NEW YORK 
Howle, ~S- & Wright, Inc., Gen’! Agts. 


etropolitan District 


81 JOHN STREET NEW YORK 























INSURANCE 
HARRY C. FRY, Jr., President 
307 FOURTH AVENUE PITTSBURGH 
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“AMERICA Fors” 


Everybody reads at least 
one daily newspaper! 


Well then— 


Unless you are plugging away now at selling Windstorm and 
Tornado Insurance, you are not heeding the knock of opportunity. 


For newspapers, country-wide, have been filled with pictures 
and stories of recent storm damage. The pictures are horrifying 
—loss figures are staggering. 


Everyone in your community has been subconsciously sold 
on this protection. Never were they in a more receptive mood. 


Never was the field for soliciting Windstorm and Tornado Insur- 
ance more fertile than now. Cultivate it! 


ELITY-PHENIX 
FIRE INSURANCE CO: 


SO MAIDEN LANE, NEW YORK,NY. 


ERNCST STURM, CHainman oF THE Boaro. 
PAUL L.HAID, Presivent. 


CASH CAPITAL FIVE MILLION DOLLARS 
NEW YORK CHICAGO MONTREAL SAN FRANCISCO 
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iaiadils iniaes Own 
Operating Expenses 

COST OF GETTING BUSINESS 

New Hampshire Ausas Features Ques- 


tionnaire at Annual Meeting; C. W. 
Varney Elected President 


The New Hampshire Association of 
Insurance Agents held its  twenty- 
seventh annual meeting at Manchester, 


N. H., on Wednesday afternoon and 
evening of last week, with about fifty 
per cent of its membership in attendance. 
President Edgar Prescott gave a re- 
port covering the year’s work, a special 
feature of which was the association’s 
participation in the conference in New 
York over the rate schedule for the 
Eastern Underwriters’ Association. 
Possibly the most important matter 
considered was the analysis of the “in- 
formation given in the returns from the 
operating cost questionnaire sent out by 
the association last year, and made pub- 
lic for the first time at ‘this meeting. 
The percentage of expenses to pre- 
miums varied greatly, the lowest cost 
being 4.35% and the highest 20.31%. It 


was thought that this last percentage 
would lose money on a 10% commis- 
sion, which is the local agents’ commis- 


sion on Massachusetts automobile busi- 
ness for 1927 business, while 12%2%, the 
Massachusetts regional agents’ commis- 
sion, would show a loss to several agents 
who reported. When it came to the 
various percentages making up the ex- 
pense percentage there was such a va- 
riety of conditions that the computations 
were valueless excepting on four items 

salaries, rent, advertising (which was 
combined with printing) and bad debts. 
The salary percentage ranged from 
129% to 721%. The average was 46.3%, 
which the report considered a fair aver- 
age. Rents ranged from 4.45 to 18.25%, 


with an average of 89%. Bad debts 
run from 2.39 to 28.98%. The average 
was 4.7%. 
What Figures Show 
On this basis an agency handling 


$50,000 in premiums, figuring expense at 
11.2, which is an average obtained from 
the returns, would show $5,000 for oper- 
ating costs. 


Divide this by the average percentage 
and you will get: 

PUIGTIES Se ciscneeeS es 16.3 Yo $2,593.86 

ROME <6 os siwsiwads 8.9 % 498.96 

Advertising 12.7 % 711.20 

Bad debts. . i... 4.7 % 263.20 

Miscellaneous ... 7 37% Lt: 532.78 
BAbISe Ge se esdens caeen ate $5,600.00 


It was voted to suspend from member- 
ship all delinquent members as of Janu- 
arv 1 each year. 

The suggestion that an endeavor be 
made adequate agent qualifica- 
tion legislation was referred to the ex- 
ecutive committee. The secretary was 
instructed to get information as to how 
credits are handled in other places and 
report to the members. 

The following officers were elected: 
President Charles W. Varney, Rochester; 
vice- bee ae F. M. Sise, Portsmouth; 
George F. T. Trask, Keene; Louis B. 
Sides, Concord; secretary-treasurer, j. 
Frank DeMerritt, Executive committee: 


to secure 





NEW COMMITTEEMEN 


Allan Kennedy, Clifford A. Payne 
and Clyde B. Smith On Executive 
Committee of National Ass’n 
The National Association of Insurance 
Agents has appointed a new executive 
committee of which W. Eugene Harring- 
ton of Atlanta, elected in Atlantic City, 
is chairman. The three new members 
are Allan Kennedy of Fort Smith, Ark.; 
Clifford A. Payne of Jacksonville, Fla., 

and Clyde B. Smith of Lansing. Mich. 

Mr. Kennedy is a member of the new 
Arkansas association which took the 
place in National Association ranks of 
the old association which was let out 
of the association because of its bank 
agency attitude. Mr. Payne is president 
of the Florida association and Mr. Smith 
has been president of the Michigan as- 
sociation. 

The three members who resigned from 
the committee are Cliff C. Jones, Kansas 
City, retiring president of the National 
Association; Thomas C. Moffatt, New- 
ark, former president of the Association, 
and David J. Main, Denver, Colo. 

The complete membership of the ex- 


ecutive committee follows: 

W. Eugene Harrington, chairman, At- 
lanta, Ga.: Frank L. Gardner, Pough- 
keepsie, N. Y.; Benjamin LL. Aeler, 
Youngstown, Ohio; R. P. DeVan, 
Charleston, W. Va.; Perev H. Goodwin, 
San Diego, Cal.; Allan Kennedy, Fort 
Smith, Ark.; Donald G. North, New 
Haven, Conn.; Clifford A. Payne, Jack- 
sonville, Fla., and Clyde B. Smith, Lan- 


sing, Mich. 
FIRE MARSHALS JOIN N. F. P. A. 


The Fire Marshals’ Association of 
North America took an important step 
at the recent Memphis a when 
if dashled to unite with the National Fire 
Protection Association as a fire marshals’ 
section of that body. It is planned to 
have a half day’s meeting of the fire 
marshals on the day before the annual 
convention of the N. F. P. A. next May. 








daughter 
John 


bility, and Margaret Sheehan, 
and office manager for her father, 
A. Sheehan, of Manchester. 

Commissioner Sullivan referred to the 
fact that a compulsory automobile act 
would probably be enacted in New 
Hampshire in the not distant future and 
he did not believe that it would be a 
wise thing for the agents to oppose it, 
if the public wants it. 

Mr. Stone described the automobile 
act in Massachusetts as it stands to date 
and there is no doubt that his talk was 
very illuminating to his listeners. Mr. 
Stone probably knows more about this 
act than any man in Massachusetts and 
he speaks with authority. 

He suggested legislation which in his 
opinion would accomplish the desired re- 
sults better than does the Massachusetts 
law. 
Miss Sheehan gave a delightful de- 
scription of a recent trip across the con- 
tinent, proving herself to be a brilliant 
and interesting speaker. 

It was one of the best meetings and 
banquets that the New Hampshire As- 
sociation has held. 
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United States Head Office, 95 Maiden Lane, New York 


1720—1926 
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J. Campbell Haywood 
ADJUSTER 
for STATE of CONNECTICUT 


Wide Experience 
Moderate Charges 
Tel. 221-4 Washington 


Warren, Conn. 


217TH YEAR 


SUN 


INSURANCE OFFICE, LIMITED 


FOUNDED 1710 


Prompt Service 


Covanell' Bridge P. O. 














MEET OFFICERS OF HOME 
Tyner, president, and Clar- 
Ludlum, 


Charles L. 
ence A. 


October 21 


Home of New York visited St. Louis on Chicago 
and 22 and met local agents PACIFIC DEPARTMENT 
company at N. W. Cor. Sansome and Sacramento Sts. 


and representatives of the 
an informe ul reception held in the com- 
pany’s local offices in the Perce building. 





UNITED STATES BRANCH 


55 Fifth Ave. - New York 
WESTERN DEPARTMENT 
Wrigley Bldg., 410 N. Michigan Ave. 


vice-president, of the 
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SCOTTISH UNION & NATIONAL 


Assets $9,335,359.49 
A Nine Million Dollar Company, Fifty Per Cent of Whose Assets Will 


45 John Street 


INSURANCE COMPANY 


United States Main Office: Hartford, Conn. 
J. H. Vreeland, Manager 


Policyholders’ Surplus $4,047,779.36 


Cover All Liabilities 
John G. Hilliard, Inc., Agent 
New York City 














Caledonian Insurance Co. of Scotland 


FOUNDED 1805 __ 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 
UNITED STATES HEAD OFFICE 
555 Asylum Street, Hartford, Conn. 
R. C. CHRISTOPHER, U. S. Mgr. 


NEW YORK CITY OFFICE 
1 Liberty Street, New York 
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INSURANCE CO., LTD., 
THE YORK SHIRE* YORK, ENGLAND 
Established 1824 


FIRE, LIGHTNING, SPRINKLER LEAKAGE, AUTOMOBILE, RIOT 


AND EXPLOSION INSURANCE 
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Massachusetts Agents 
Fight for Own Rights 


UP IN ARMS AT CONVENTION 





Say State Goes Too Far in Conducting 
Insurance Business and Companies 
Disregard Pledges 
That the local agents in Massachusetts 
have been stirred as they have never 
been before in the matter of the com- 
pensation paid to them, was evidenced at 
the twenty-seventh annual meeting of 
the Massachusetts Insurance Agents As- 
sociation held at the City Club in Bos- 
ton on Wednesday afternoon and eve- 
ning of last week, when the most out- 
spoken talk anent the trend of the times 
insurance-wise was voiced without minc- 
ing words. Had it not been for the mare 
conservative element which had_ the 
meeting well in hand, there is no ques- 
tion but that very radical resolutions 
would have been adopted and published. 
As it was the agents contended them- 
selves with the adoption of two resolu- 
tions, one to go out broadcast to every 
local board in the state to receive the 
signature of individual members and then 
to be forwarded to the companies, and 
the other, a two and one-half page, sin- 
gle-spaced resolution, which was in ef- 
fect a sort of bill of rights of the local 
agent, which was unanimously adopted 

and spread on the records. 

The first resolution protested the com- 
mission allocated to agents and brokers, 
under the Massachusetts Auto Compul- 
sory Security Act as unfair and unrea- 
sonable inasmuch as they are inadequate, 
unjust and discriminatory. 


Rights of Agents Abridged 


In the longer resolution it was sound- 
ly stated that the rights of the agents 


as individual citizens are being inter- 
fered with by the state when it goes 
so far as to attempt what virtually 


amounts to conducting rather than super- 
vising the business. The resolution ad- 
mitted the need for statutory or depart- 
mental regulation but vehemently pro- 
tested against it being carried too far. 

It went on to state that the conflict 
is between two systems; one the branch 
office system, under which the corpora- 
tion owns the business, the other, the 
American Agency system, under which 
the producer owns the expirations and 
enjoys personal liberty, and that many 
company officials act without regard for 
the host of agents and brokers who have 
a comparatively small scattered business. 
Says the resolution: “They forget that 
these loyal men and women are ete rnally 
vigilant in defending the companies and 
in holding their interests safe where they 
have been attacked by the enemies of 
capitalism. And that companies 
having adopted the American Agency 
System, being subscribers to all its 
standards and having entered into cer- 
tain covenants with agents represe nting 
them, have no right to join in or form 
a conspiracy to deprive them of their 
inheritance.” 

So strong a conservative as Edwin J. 
Cole of Fall River, past president of the 
Massachusetts Associ ution, came out 
flatfooted and said that he had almost 
been forced to think that the companies 
were not always actuated by the fairest 
motives when the question of agents’ 
rights were up for consideration. He 
regretted to say this but things did not 
look right. Mr. Cole then proceeded to 
give the agents ‘present a concise story 
of exactly how a few New England 
agents stepped into the breach and se- 
cured the seventeen point two (17.2) 
commissions instead of the 15% orig- 
inally decided upon in connection with 
the new commissions under the Compul- 
sory Auto Security Act. At the con- 
clusion of his remarks the agents called 
for the resolution stating how the meet- 
ing felt about the situation. 


Membership Falling Off 


The report of Secretary-Treasurer 
Fred A. Norton of Salem, caused some 


association was slipping in the matter of 
membership. Last year the association 
had a membership of 423, had taken in 
twenty-one new members during the 
year, and dropped one hundred and 
twenty-one, leaving it with a_ present 
membe “ship of but three hundred and 
forty-two. The members wanted to 
know “How come?” but the only answer 
was that these men had been dropped 
because of lack of interest in the matter 
of paying their dues. 

As a result of this report a member- 
ship campaign will be started immediate- 
ly. Some of the members, notably B. A. 
Oppenheimer, of Springfield, advocated a 
paid secretary or fieldman and either an 
increase in dues, or have a number of 
the larger agencies underwrite the prop- 
osition at the start. He believes that a 
live man in the field would build the 
association to the membership desired 
without any trouble. His plan was 
heartily agreed to and it is expected that 
some action will be taken by the new 
officers, headed by William C. Moulton, 
of Pittsfield, the new president. 

John W. Downs, who has acted as leg- 
isl: itive counsel for the association dur- 
ing the past year, gave the agents a 
red-hot talk on what has been and now 
is going on at the State House. While 
the agents were sitting in session at the 
City Club, the labor unions and _ their 
leaders were clamoring at the State 
House, next door for a state fund to 
carry on compensation insurance in this 
state. In fact, Mr. Downs had to cut 
short his talk in order to go back to the 
State House to attend the hearing on 
this very subject. He answered a lot of 
questions and those agents who thought 
they knew something about the new se- 
curity act commenced to realize that 
they have yet much to learn of the rami- 
fications of the new act. 


Donald G. North Speaks 


Donald G. North, of New Haven, 
Conn., past president of the Connecticut 
Association, was a speaker at the busi- 
ness meeting and told the members about 
the Connecticut qualification law and 
gave some concrete figures to prove its 
value. On the January 1 that the law 
went into effect there were 15,000 agents 
licensed in the state and 700 brokers. 
On the following April there were but 
7,500 agents and 40 brokers. Last week 
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Fire Reinsurance Treaties 


Eagle Fire Insurance Company 
Baltica Insurance Co., Ltd. 


18 Washington Place, Newark, N. J. 


(New Jersey) 
(Denmark) 


Thomas B. Donaldson 














according to figures obtained at the in- 


surance department there were 4,974 
agents and 15 brokers. ; 
At the b: inquet in the evening T. Alfred 


Fleming of the National Board and 
Clarence T. Hubbard, assistant secretary 
of the Automobile of Hartford, were the 
speakers. 

Mr. Fleming made a decided hit with 
the gathering which had grown to about 
two hundred and fifty, and emphasized 
the value of the agents taking on as a 
side line “Good-Will Insurance.” It costs 
nothing and pays big commissions. 

Mr. Hubbard certainly sold himself to 
the Massachusetts agents at this meet- 
ing. He told stories, illustrated his 
points with slight of hand tricks and 
wove through his whole talk sound com- 
mon sense about insurance and about 
boosting New England. 

The newly elected president, W. C. 
Moulton, was presented to the gathering 
and he pledged his best to keep the as- 
sociation on the right track next year. 
Mr. Moulton is one of the leading fire 
insurance agents at Pittsfield and has 
for many years been a strong factor in 
the deliberations and activities of the 
Massachusetts association. 


MASON WITH GREAT AMERICAN 


Frederick L. Mason, assistant to A. L. 
Muller, superintendent of the automobile 
departme nt of Fred S. James & Co., re- 
signed to become assistant to E. A. 
Drew, r; ad of the automobile department 
of the Great American. Mr. Mason has 
been with the automobile department of 
Fred S. James & Co. for six years. 


NEW BROOKLYN CLUB 


The Insurance Club of Brooklyn was 
launched last week at a meeting at the 
St. George Hotel. The club is a part of 
the Business Men’s Council of Brooklyn 
and has for its object the improvement 
of the status and practices of insurance 
men in the Brooklyn field. Luncheons 
are expected to be held monthly, to be 
addressed by prominent speakers. There 
were about fifty persons present at the 
organization meeting and the following 


officers were elected: President, Jacob 
Rosen, of Markel & Rosen; vice-presi- 
dent, F red Ettlinger; treasurer, Ferdi- 


nand Maillard, and secretary, S. Stein- 
feld. 





SPRINGFIELD BOARD ELECTS 


The Insurance Association of Spring- 
field, Mass. (local board), recently 
elected the following officers for the com- 
ing year: President, Wilfred S. Robin- 
son, Oppenheimer-Robinson Co.; vice- 
president, E. J. Dexter; secretary, John 
Cummings; treasurer, Sam Brooslin; ex- 
ecutive committee, the foregoing officers 
and Norman Brainard, Bert Stevens, 
George Summers, William Mulheron, 
Frank M. Kinney, Fred Campbell and 
B. A. Oppenheimer. 


NEW TOURIST POLICY 


The Tourist Floater Conference ex- 
pects to have copies of the revised tour- 
ist floater policy in the hands of mem- 
bers this week. The new policy be- 
comes effective January 1. 
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Beha Approves Bureau’s 
“Not Taken” Policy Plan 


TO BE EFFECTIVE FEB. 1, 1927 


Gives Proviso That Data Submitted to 
Central Bureau Be Available Only 


to Insurance Department 


The plan of the National 3ureau of 
Cas ‘ley & Surety Underwriters to cope 
with the “not taken” policy evil, which 
has been the subject Pot much discus- 
sion this fall, was heartily approved by 
Superintendent of Insurance Beha this 
weck. 

In a letter to H. P. Stellwagen, sec- 
retary-treasurer of the bureau, Mr. Beha 
said in part: “I give my hearty approval 
to this plan, which contemplates the is- 
suance of policies of insurance only upon 
a definite written order from either the 
assured or the broker, or both,—with 
the following proviso: Rule V should be 
so amended that the data submitted to 
the central bureau shall for the pres- 
ent be available only to the superinten- 
dent of insurance. Subsequently, the 
proposal to furnish this information to 
the members of the central bureau may 
be adopted if such be the unanimous de- 
sire of the participating companies.” 

How Central Bureau Will Function 


With the creation of a central bureau 
within the National Bureau for clearing 
earned premiums under “not taken” and 
cancelled policies, the machinery will be 
set in full swing to eradicate the evil 
in a large measure once and for alf. The 
central bureau will prepare and furnish 
to all producers in.New York State such 
uniform order blanks as shall be re- 
quired by the superintendent of insur- 
ance for use in the submission of cas- 
ualty risks to the companies. The ef- 
fective date for this procedure is Feb- 
ruary 1, 1927, as re spects new business 
and June 1, 1927, for renewal business. 

One of the first tasks will be to ap- 
point a manager and until this is done, 
the general manager of the National 
Bureau shall serve, but he may dele- 
gate the detail of the work to another 
competent officer in the bureau. 

Details such as office space, equip- 
ment and supplies necessary to the con- 
duct of business in the central bureau 
will be furnished at cost by the National 
Bureau. 

As to the actual expenses of its con- 
duct, it has been provided that each com- 
pany member pay an annual membership 
fee of $100, the calendar year being con- 
sidered the fiscal year of the organiza- 
tion. Any expenditures not met by the 
membership fees shall be assessed upon 
the members pro rata in proportion to 
oo casualty premium writings in New 

York State as reported to the insurance 
de partment. Assessments shall be levied 
on the basis of a budget prepared by 
the central bureau’s manager. 

Any insurance company authorized to 
write casualty insurance in New York 
State is entitled to membership and it 
is necessary for the chief executive of 
each to sign a pledge attesting to the 
fact that he will be responsible for 
strict adherence to the rules and pro- 
cedure of the central bureau in his com- 
pany. 

The Order Blank and 15 Day Binder 


The plan in detail provides that each 
company shall use only the prescribed 
uniform order blank and shall not print 
its own individual forms. It shall pro- 
vide for the signature of the applicant 
and for the signature of the producer 
submitting the order. His signature, as 
a matter of fact, shall be required in 
every instance. 

On the reverse side of the order blank 
shall be set forth a fifteen day binder 
together with conditions governing the 
acceptance of the order. The binder 
sets forth the responsibility of the com- 
pany for the insurance ordered by the 
assured. Such insurance is distinctly a 
part of the binder as fully as though 
written in it and subject to all the terms, 
conditions and limitations contained in 
the policy or policies covering the risk 

(Continued on Page 34) 
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F. W. FORT RE-ELECTED 

Congressman Franklin W. Fort, of 
New Jersey, who is a prominent fire in- 
surance man in Newark, was re-elected 
on the Republican ticket to his post in 
the House of Representatives in Wash- 
ington on Tuesday for another two 
years. Mr. Fort is president of the 
Eagle Fire of New Jersey and United 
States manager for fire reinsurance of 
the Baltica of Copenhagen. Serving his 
first term in the House this last winter 
Mr. Fort created favorable opinion in 
many sections of the country by his op- 
position to the farm relief bill of Gil- 
bert N. Haugen. His speech before the 
House in May was called the most thor- 
ough attack on the farm relief bill which 
was later killed. 


TWO NEW CANADIAN OFFICES 
The Retail Credit Co., of Atlanta, Ga., 
announces the opening of two new Can- 
adian branch offices at London, Ontario, 
and Quebec, Quebec. The London office 
will control ten counties of southern 
Canada with Brandford as a direct re- 
porting station. IF. B. Kirby, formerly 
inspector of the Toronto office, has been 
appointed manager of the new branch. 
The Quebec office will control twenty 
eastern districts in Quebec and Anticosti 
fiend M. A. de Goumois has been ap- 
pointed manager. Mr. de Goumois’ first 
work with the company was in the Mon- 
treal and ‘Quebec offices as inspector. 
Shortly after completing a course in the 
training school, he was appointed man- 
ager of the Portland, Me., office of the 
company. Ten branch offices are now 
operated by the Retail Credit Co. in 
Canada. 


BACK FROM MEXICO 





William Quaid, Vice-President of Amer- 
ica Fore Companies, Says It 
Teems With Interest 
“One of the most interesting countries 
to visit in the world,” is the summary of 
William Quaid, vice-president of the 
America Fore Companies who has re- 
turned from a trip to Mexico. Mr. 
Quaid went to Mexico City from Texas 
and from there to Vera Cruz. He re- 
turned by water, being the only passen- 
ger on a freighter. The ocean trip was 

eight days. 

From the Texas border south for many 
miles the Mexican peasant is seen in all 
the rural glory of antiquity, with yoked 
oxen and wooden plows. He is busy and 
not unhappy. Churches are closed 
throughout Mexico and in the capital 
even the cathedral doors are locked. The 
people are serious and stay home at 
nights. The scenery between Mexico 
City and Vera Cruz compares favorably 
with any to be seen anywhere. 





PITTSBURGH CLUB ACTS 


The Insurance Club of Pittsburgh on 
Monday of this week passed a resolution 
to the effect that the action of Insurance 
Commissioner Einar Barfod of Pennsyl- 
vania in attempting to drive from the 
state certain organizations and associa- 
tions issuing certain forms of insurance, 
but not under the proper supervision of 
the Insurance Department, was a step 
in the right direction. This action, the 
club states, will help place legitimate in- 
surance carriers and agents on a more 
secure basis. 
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NEWARK DINNER NOV. 18 





Harold A. Sonn Chairman of Committee; 
Gough, Watson, Godshall and 
Monahan Invited Guests 


Elaborate arrangements are being 
made for the annual dinner and jamboree 
of the Newark Board of Fire Underwrit- 
ers which will be held on Thursday eve- 
ning, November 18, at Simonson’s Hall. 

The affair which gives promise of be- 
ing one of the largest of its kind ever 
given by the organization, will have an 
added feature this year. It will consist 
of a lengthy vaudeville program which 
will be given during the evening. The 
committee is planning to have an insur- 
ance official as the guest of honor and 
who will make an address. His name 
will be announced later. 

Among the invited guests are Chris- 
topher Gough, Deputy Commissioner of 
Insurance of New Jersey; Leon A. Wat- 
son, of the Schedule Rating Bureau of 
New Jersey; Harry Godshall, president 
of the New Jersey Association of Under- 
writers, and Richard Monahan, assistant 
expert of the Schedule Rating Bureau of 
New Jersey. 

The committee in charge of the affair 
consists of Harold A. Sonn, chairman, 
and secretary of the Newark Board of 
Fire Underwriters; Bernard J. Daly, for- 
mer president of the Casualty Under- 
writers; William P. Berry, of Berry 
Bros., and Arthur D. Reeve, former 
president of the Newark Board of Fire 
Underwriters. 

At a recent meeting of the organiza- 
tion five new members were elected to 
membership. They include Feist & 
Feist, Rosenthal & Klein, J. C. Thoms 
& Co., Voight & Bryce, Inc., and FE. W. 
Mcl Jonough & Co. This makes a total 
number of thirty-eight agencies who are 
now members of the organization and 
who control about seventy per cent of 
the business of Essex and part of Ilud- 
son counties in New Jersey. 

The officers are as follows: Frank B. 
Heller, president; William Naulty, vice- 
president, and Harold A. Sonn, secre- 
tary and treasurer. 


EDWARD C. CULLINAN DIES 


Edward Conway Cullinan, New York 
insurance broker, died this week in St. 
Mark’s Hospital in his fifty-cighth year. 
Mr. Cullinan, who was born in Cleve- 
land, Ohio, was educated at Phillips 
Exeter Academy and Harvard Univer- 
sity. He was a former newspaper man, 
and was actively engaged in the insur- 
ance business at the time of his death. 
He lived at the Harvard Club and was 
one of its directors. 





IMMUNITY FROM FIRE IN AIR 

With aircraft insurance practically in 
its infancy, special attention is being 
drawn to the fact that no fatal accident 
has been caused by the machine catch- 
ing fire in the air of any British public 
transport aircraft engaged in a regular 
air route since civil aviation started in 
August, 1919. This, it is claimed, is un- 
doubtedly due to the careful design of 
the machines in the first instance and 
to the studious care taken in subsequent 
maintenance. 





MADE GENERAL AGENT 

H. J. Noble has been appointed gen- 
eral agent of the Norwich Union, effec- 
tive Monday, November 1. He will have 
executive duties assigned to him, rather 
than covering a specific territory. He 
has been assistant general agent in the 
Eastern department since Manager Hart 
Darlington called him to the home office 
from the Pennsylvania field some time 
ago. 





TWO YEARS OLD 
The Travelers Fire Insurance Company 
is two years old. In a short time it has 
won a good position in the business. 


Among other things it has established a 
school for fire insurance field men in 
the Travelers Department of Instruction 
Pe Training which is twenty-three years 
old. 

Robert H. Williams is vice-president 
and general manager of the company. 
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1720 1926 


CORPORATION 


OVER A HALF CENTURY IN THE UNITED STATES 





U. S. BRANCH ~ 
84 William Street New York City 
John H. Packard, United States Manager 
Everett W. Nourse, Assistant Manager 


PON every milestone of LONDON ASSURANCE 

history covering more than two centuries has been 
stamped utmost fairness toward agent, policyholder and 
competitor. 


It believes in high ideals in business and has given this 
heritage to the MANHATTAN FIRE AND MARINE. 


An agent of the LONDON ASSURANCE or the 
MANHATTAN FIRE AND MARINE 1s to be con- 
gratulated because in the minds of those of good judgment 
in the insurance world, character and the LONDON 
ASSURANCE are so closely identified as practically to 
be synonymous terms. 





Che Manhattan Fire and Marine Jusuraurce Co. 


84 WILLIAM STREET NEW YORK CITY 


John H. Packard, President 
Everett W. Nourse, Vice-President 
Frederick A. Johnston, Secretary 


J. M. Mendell, Vice-President 
Wm. Schaefer, Asst. Secretary 
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Describes Marine 
Conditions in Turkey 


IT IS STILL UNSATISFACTORY 
U. Gantenbein, of Constantinople, Says 
Port Conditions and Low Rates 
Keep Profits Down 


Present marine insurance conditions in 
Turkey are anything but favorable in the 
opinion of the representative from that 
country who attended the recent meeting 
of the International Union of Marine In 
surance in Holland. U. Gantenbein, of 
Constantinople, drew a picture of cargo 
conditions, showing the low rates obtain- 
able and the increased dangers of dam- 
age and loss due to poor port facilities 
and the careless and slow handling of 
import shipments. 

“The insurance of import articles dur- 
ing the past year has proved to be an 
even worse risk,” said M. Gantenbein, 
“if that be possible—than the hull busi- 
ness. The handling of the incoming cz argo 
is not sufficiently careful; besides, it is 
mostly exposed to long storage in the 
lighters and on the quays, before the 
goods are removed to the protecting cus- 
tom sheds. In this interval, during which 
nobody is responsible for the goods, cases 
of theft or pilferage as well as damage 
from both sea water and fresh water are 
of daily occurrence. 


Goods Left In Lighters 

‘A's stated above, conditions during 
the discharge of cargo are thoroughly un- 
satisfactory. At all the Turkish ports, 
including Smyrna and Constantinople, 
the goods without exception are dis- 
charged from the ships in lighters. Ac- 
cording to circumstances in each particu- 
lar case, the goods are left in these light- 
ers anywhere from 24 hours up to a 
month or longer. Especially noted for 
excessive length of such storage are the 
ports of Smyrna and _ Constantinople, 
where the situation has even become ma- 
terially worse since the establishment of 
the company monopolizing all the harbor 
work. 

“This, by the way, most underwriters 
have probably found out for themselves 
from the loss reports which reached them 
during the last months. The severe South- 
ern storms, which were particularly fre- 
quent last winter and in. the Spring, did 
their share to further aggravate the dam- 
age caused by unsound conditions. Add 
to all this the circumstance that the 
goods, even after being eventually taken 
to the customs sheds, are often left there 
for months on account of the prevailing 
commercial crisis, lack of money prevent- 
ing the consignees from taking over the 
goods. 

‘To this risk, extremely increased as it 
is, there is added a premium policy which 
cannot but produce unfavorable results. 
The local it riters see fit to compete 
with the European markets and in most 
cases fix rates even below the current 
rates at the foreign places. They over- 
look the fact, however, that what the 
European underwriters are covering for 
their customers are not merely the haz- 
ardous risks on shipments to Turkey, 
which thev are able to accept under cer- 
tain conditions even against payment of 
an insufficient premium because they re- 
ceive something like a compensation 
through other business. For the local 
underwriters in Turkey, on the other 
hand, a compensation of this kind is en- 
tirely out of the question, because Euro- 
pean exporters will never resort to our 
market for the cover they want. Though 
but poor comfort, it may be mentioned 
that the insurance on imports is mostly 


effected in Europe, and I think I am not’ 


far from the truth in expressing the 
opinion that every one of the underwrit- 
ers interested in this line is able, more 
or less, to confirm from his own experi- 
ence that the results of insurance on 


shipments to Turkey are far from being 
attractive. 

Export Business Fairly Satisfactory 

“The only business that has shown a 
fairly  satisfz actory development during 
the last years is the insurance of export 
articles, 1e¢., raw produce. As a matter 
of fact, these are the largest lines for 
the underwriters operating in this coun- 
try and, with proper selection and a con- 
stant control of the risks, they are sus- 
ceptible of yielding a modest profit. 
What matters is not so much what kinds 
of articles are insured as where they 
Here too, loading and port 
conditions, of course, are of great impor- 
tance, and it is by no means surprising 
that the place giving the worst results 
should be Mersina, closely followed by 
Samsoun, Kerassonde and Trebizond. At 
Mersina all the goods have to be carried 
to the ships on lighters in about half an 
hour’s trip. The only crane on the land- 
ing place is quite inadequate, and, fre- 
quently enough, bales are dropped into 
the sea in the very process of loading. 

“Moreover, sudden storms are fre- 
quent in that part of the country, and the 
outcome of all this is that practically all 
the shipments from Mersina arrive in 
more or less damaged condition, the evil 
being further aggravated by the fact that 
most of the lighters are old and decrepit 
tubs. Conditions are about the same at 
all the other Black Sea ports, in every 
one of which, without exception, goods 
are loaded from lighters in the open 
roadstead. Constantinople itself is noth- 
ing te brag about, but the export from 
that port is not very extensive. Rela- 
tively the most satisfactory results were 
those attained at Smyrna, and it may be 
hoped that this year also they will not 
prove so very bad, in spite of the load- 
ing monopoly. The harbor is properly 
protected, and the loading operations 
from large pontoons do not involve any 
serious risk,” 


FRANK H. CAUTY MOVES 


Frank H. Cauty, marine manager and 
unde:writer in New York for several 
leading American and British compa- 
nies, has moved from 27 William Street 
to larger quarters at 33 South William 
street, where many of the leading ma- 
rine agencies have recently made. their 
headquarters. The companies for which 
Mr. Cauty underwrites include the 
Thames & Mersey, Liverpool & London 
& Globe, Niagara and the North China. 


come trom. 


TWO MARINE MEN DIE 

Wellineton A. Williams, underwriter 
of the Standard Marine from 1885 to 
1907, and Samuel Barker, underwriter of 
the Sea for many years, who retired in 
1923, both died recently .in’ Liverpool 
They were former chairmen of the Liver- 
pool Underwriters’ Association and also 
former members of the committee of 
Lloyds Register. 
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CHESTER M. 


Metropolitan Agent 
Home Insurance Company (Automobile Dept.) 
Maryland Casualty Company (Casualty Lines) 
Harmonia Fire Insurance Company 
London & Scottish Assurance Corp., Ltd. Fire Insurance 
N. W. Corner Maiden Lane and William Street 
John 1363-5976 
New York City 
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Liability of Towers 
Insurance Question 


DOES NOT BENEFIT BARGE 


Court Dismisses Libel Suit Against 
Ships on Grounds That Charterer 
Is Owner of Fleet 


In a suit for liability insurance of the 
Shippers Navigation Co., owners of a 
barge, against the Canal & Great Lakes 
Corporation for damages sustained by 
one of their barges in collision with 
steamers Dutchess and City of Bern, 
Judge Campbell of the Eastern District 
Court of New York dismissed the suit 
on the ground that “a charter party in- 
volving towage insurance was construed 
as not enuring to benefit of barges so 
as to make steam vessels operated and 
controlled by the charterers subject to 
any lien for damages to the barges when 
both are operated and controlled by 
charterers as owner for the time being.” 

Judge Campbell in rendering his opin- 
ion states that: the owner of the barge 
covenanted to keep the same covered 
with hull insurance against fire and the 
usual marine risks, and expressly re- 
lieved the charterer from liability for 
any damages coverable by hull insur- 
ance. The damages for which property 
is sought are coverable by hull insur- 
ance, 

The charter of the barge provides that 
the charterer shall take out tower’s li- 
ability insurance on all tow boats form- 
ing part of the fleet and pay the pre- 
miums therefor, and that it shall be 
deemed part of the charterer’s operat- 
ing expenses; and the charterer also 
agrees to take out insurance covering 
the cargo against all unusual risks and 
the charterer and-or vessel against lia- 
bility of the cargo. 

The agreement to carry towers’ lia- 
bility insurance was for the benefit of 
the owners of steam vessels chartered 
probably because it might well be that 
the charterer would tow therewith boats 
which it did not own, either absolutely 
or pro hac vice, and in that event the 
owner of the steam vessel was to be pro- 
tected by the insurance. 


LEWIS TO VISIT CANADA 
Hugh Lewis, general manager of the 
Liverpool & London & Globe, now on 
this side of the water, will shortly visit 
Canada. 











APPLETON & COX, Inc. 


1 South William Street, New York 





AUTOMOBILE INSURANCE 
United States Merchants & Shippers Insurance Co.. New York 
Admitted Assets, $4,976,780.91 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $7,400,761.92 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,285,952.89 
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Death Claims Two 
Of Lloyd’s Members 


INSURANCE MEN 


W. A. Lindsay ont Boney Munt Pass 
Away Ten: Days of Each Other; 
Munt, Insurer of Animals 


POPULAR 


In the death of William Alexander 
Lindsay, C.V.O.IN.C., who died on Sep- 
tember 13, and Henry Munt, who passed 
away on September 21 Lloyd’s has lost 
two of its oldest members. Mr. Lind- 
say after being educated at Eton and 
at Cambridge University, took his de- 
gree and became a member of Lloyd's 
in 1868, and, studying for the law, was 
called to the Bar five years later. In 
1882 he entered the College of Heralds 
as Portcullis Pursuivant of Arms, becom- 
ing the Windsor Herald in 1804, and in 
1919 being appointed Norroy King of 
Arms, his appointment as the Claren- 
ceaux King coming three years later. 
At Lloyd’s, where until recently he was 
a member of the Underwriting Syndi- 
cates of Messrs. Bland Welch & Co., his 
career has been watched with admiring 
interest, and his death is very generally 
regretted. 

Henry Munt was a familiar figure, 
with his great height and martial bear- 
ing which made him a conspicuous fig- 
ure. Moreover, his kindly nature and good 
humor made him a general favorite. Mr. 
Munt was elected an annual subscriber 
in 1871, becoming an underwriting mem- 
ber in 1878 His interest outside his 
business was chiefly centered in animal 
life, and apart from possessing one of 
the finest collections of birds’ eggs in 
the country, he was a Fellow of the 
Zoological Society, noted for his active 
interest in the welfare of the Zoo. 

His interest in animals was, indeed, re- 
flected in his business, for when he was 
actively engaged as a broker, there were 
few risks on animals which were not 
placed by him, his expert knowledge 
proving a great asset in enabling him 
to give underwriters accurate and_ re- 
liable information concerning the live in- 
terest which he asked them to insure. 
So much was this the case that other 
brokers, having orders on live animals 
to place, gener ally handed them to Mr. 
Munt, secure in the knowledge that he 
would find the best market, and would 
see that the assured’s interests were pro- 
tected. 

In his time Mr. Munt was entrusted 
with the insurance of many famous ani- 
mals, and of these a noteworthy exam- 
ple was the almost human chimpanzee, 
“Consul,” who was insured, together with 
other animals in the menagerie of the 
late Frank C. Bostock. The _ total 
amount insured was in the neighborhood 
of £30,000, the actual amount placed on 
“Consul” being £5,000, the rate being 60 
guineas per cent., which was not exces- 
sive in view of the extreme delicacy of 
the animal’s constitution. 





HEADS WESTERN CONFERENCE 
James D. Vail of the Hartford lire 
in Chicago was recently — re-elected 
president of the Western Automobile 
Underwriters Conference. Walter E. 


Miller of Fred S. James & Co., was 
chosen vice-president and Ralph Raw- 
lings of the Boston & Old Colony, treas- 
urer. E. A. Henne of the America Fore 
group is chairman of the executive com- 
mittee, 
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Fiske To Be Co-Author 
Other Celebrities 

A new book is being prepared under 

the editorship of Edward L. 

which will 


With 


Bernays 
interest insurance business. 
The book will be a vocational guide for 
young men looking for life 
careers. Since the days of the crude 
press agent who thought any city editor 
to whom he gave a cigar and two passes 
to the theatre was an ingrate unless he 
would contribute a column’s space in his 
newspaper “The Public Relations” 


who are 


man 
has grown in influence and affluence 
until we have Ivy L. Lee who makes 
$150,000 a year. A close rival to Lee 


and in the opinion of many people, much 
more clever and modern, is Edward L. 

Jernays who has among his clients a 
government or two. 

Mr. Bernays has a pretty broad ac- 
quaintance among people who count for 
a lot, which will be proven again when 
the list of authors of chapters in the 
new book is seen. For instance, Dwight 
F. Davis, secretary of war, will discuss 
the Army as a career, and Douglas Rob- 
inson, Assistant Secretary of the Navy, 
will present the advantages of that 
branch of the service. David Belasco 
will tell about the stage. Roy Howard, 
president of the Scripps-Howard chain 
of newspapers, will take up the cudgel 
for journalism; Reeve Schley will dis- 
cuss banking; Ernst & Ernst, account- 
ing, and the insurance section will be 
written by Haley Fiske, president, and 
Harry J. Miller, second vice-president, of 
the Metropolitan Life, in charge of 
agencies. Mr. Bernays will take the pub- 
lic relations chapter and there will be 
other authors in the symposium. George 
H. Doran will be the publisher. 

* * * 


The Big Question in Fire Insurance 


There is one paramount question in 
fire insurance that is overshadowing all 
others and that is acquisition cost. Some 
of the state associations of insurance 
agents are holding their annual mectings 
and there is no lack of discussion on this 
subject. It looms up big before the Na- 
tional Convention of Insurance Commis- 
sioners’ meeting in California this month. 
My prediction is that the New York In- 
surance Department will eventually take 
up the question of fire insurance acqui- 
sition costs. 


Three Big Jobs 


No progress seems to have been made 
yet in filling three important positions in 
the insurance business—in short, who is 
going to succeed Jesse S. Phillips as 
general manager of the National Bu- 
reau of Casualty & Surety Underwriters ; 
who is going to be the manager of the 
National Automobile Conference; and 
who will be at the executive helm in the 
new Eastern Underwriters’ Association ? 
At least one of these positions will pay 
One of the most attractive salaries in 
the insurance business—that is the cas- 
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ualty job. At the start the committee 
seemed to be looking for a superman 
but supermen are hard to find. The Na- 
tional Bureau of Casualty & Surety Un- 
derwriters is so well organized that it is 
running along very well. 

There seems to be some doubt in the 
business as to whether the executive the 
automobile conference wants should be 
of the powerful, dominant Jesse 5S. 
Phillips type or the more colorless, desk 
brand of official, the kind who can carry 
out orders and keep his personal opin- 
ions to himself. 

es 


President Rush’s Address 


The address delivered by Benjamin 
Kush, president of the Insurance Com- 
pany of North America, before the In- 
surance Society of New York, has at- 
tracted a lot of attention and has been 
given considerable newspaper publicity. 

It is rare that the president of a fire 
insurance company makes a speech as 
they generally excuse themselves from 
doing so. 

It is not because they are so busy that 
they turn down these invitations as there 
are other considerations. They do not 
care to make a public appearance with- 
out saying something. The question in 
their minds naturally is what to say. In 
a business so controversial if they take 
definite positions they will be held to 
aceount for their views for evermore. 
They much prefer to give their views at 
committee meetings or inside the walls 
of company organizations where they 
will not be quoted. They also feel the 
futility of taking definite stands on some 
subjects already under review or where 
they feel that their views might be only 
a drop in the bucket in the insurance 
forum. 

Occasionally, a fire insurance executive 
makes a speech that has a wide cur- 
rency and is long remembered. No 
statement by any fire insurance presi- 
dent has had a wider currency than that 
of the late Henry Evans, who, when he 
was president of the Continental, said 
that the future would see fire insurance 
carriers reduced to a small group of 
companies. Richard M. Bissell made an 
important and widely circulated fire in- 
surance address before the Insurance 
Society of New York some years ago. 
Cecil F. Shallcross and some others 
have spoken, but the number is decidedly 
limited. 

Mr. Rush spoke with the double au- 
thority of being president of both a fire 
and a casualty company. He is, of 
course, a great marine insurance expert 
also. He took not only one definite po- 
sition but several. There is a general 
agreement in the business with the 
statement that insurance departments 
demand too much in the way of detailed 
statistics. He also has a number of fol- 
lowers in his position that a company 
should be able to write all kinds of in- 
surance except life under one charter. 
His advocacy of the European and Ori- 
ental system of making a man responsi- 
ble for damage to property of others 


through his own carelessness when a fire 
cecurs is also gaining popularity. 

Mr. Rush’s opinion that state uniform 
rate-making does not lend to the best 
results from a public standpoint is gen- 
erally held in the business. Of course, 
in advocating contingent commissions he 
discussed a subject on which there is no 
unanimous opinion in the fire and cas- 
ualty insurance business. The whole 
commission question is in a_ turmoil 
which will take some time yet to calm 
down. 

Mr. Rush’s talk was well written and 
widely read. 

ee 


New British Insurance Books 


Within the next week or so the Pit- 
mon publishing house of London is to 
publish several new books on insurance. 

The first to appear will be entitled 
“Burglary Risks,” a new work on the 
subject by E. H. Grout, B. Sc., A. C. L. I, 
in which is promised an up to date and 
comprehensive account of the legal prin- 
ciples, conditions and practice relating 
to the various modes of insurance against 
burglary, housebreaking and larceny, with 
a consideration of burglary risks gen- 
erally. 

The second book, which is by W. C. 
H. Darley, of the Northern Assurance 
Company, Ltd., is to be called “Fire Pol- 
icy Drafting and Endorsements.” It has 
been written primarily for students and 
will deal in a practical manner with the 
drafting of fire policies for home fire 
business, the text being well illustrated 
with specimen policies. 

The same publishers also have in prep- 
aration a “Dictionary of Fire Insurance,” 
which is being edited by Mr. Frank God- 
win, of the Phoenix Assurance Company, 
Ltd., who is Class Lecturer to the In- 
surance Institute of London. The work 
is being prepared by a number of ex 
perts, each one of whom will deal with 
the particular branch in which he is ac- 
tually engaged. The book may therefore 
be expected to be authoritative, and, 
published in dictionary form, should 
prove a useful work of ready reference 
to all engaged or otherwise interested 
in fire insurance. The book is to cover 
principles and practice, both home and 
foreign. 

As the insurance of commercial air 
transport is likely to increase rapidly in 
the not distant future, the concise ex- 
position of present facilities and of fu- 
ture possibilities written by Lieut.-Col. 
Ivo Edwards and F. Tymms provides a 
much needed text book on the subject. 
It is the first real text book of the kind 
to be published, and Sir Sefton Branck- 
er, who has seen the proofs, says that 
he looks upon this book “as a milestone 
in the general progress of commercial 
aviation in the British Empire.” Messrs. 
Pitman hope to have the book ready 
this week. 

% © * 


Nollen Does Not Hold Record 

Apparently, President Nollen of the 
Equitable of Iowa does not hold the rec- 
ord for low salary score in his first job, 
although he only got a dollar a week. 
William C. Johnson, vice-president of 
the Masonic Protective, Worcester, 
Mass., began his career as a boy in a 
country town, keeping store for a mer- 
chant while he went to lunch and sup- 
per, as it was then called, and his week- 
ly envelope contained fifty cents. That 
is, it was supposed to have that money 
in it, but frequently, sometimes for 
weeks, there was no envelope. Finally, 
the merchant grew conscious stricken 
and said: “Boy, take your pay out in 
trade.” Immediately all the maple su- 
gar, rock candy and similar stock was 
depleted for the first and second pay- 
ments. 

Mr. Johnson, formerly one of the best 
known life insurance men in New York, 
recently visited agency meetings of his 
company in Shreveport, La., Kansas City, 
Chicago and Rochester, N. Y. He has 
attended one in Washington and will 
go to one in Atlanta, after which he is 
visiting Miami Beach. 

“I left a Packard car down there last 
year,” he wrote to a friend recently. “A 


house blew over on it, but they have dug 
it out and it still goes.” 
* * * 


Those Persistent Agents! 


One of the experiences that an insur- 
ance newspaper reporter has in making 
the rounds of life insurance agencies is 
to be solicited for life insurance. Gen- 
erally the new man is hit the hardest 
in spite of the fact that he may be ade- 
quately insured. A reporter friend of 
mine, a neweomer in insurance journal- 
ism ranks, told me the other day that 
in a month’s time he has had four “free 
lunches” from many different soli- 
citors. He has been so persistently so- 
licited that he gets mysterious telephone 
calls three and four times a week. He 
has had three separate invitations from 
life insurance men to “let 
your insurance counsel.” 


as 


me become 


One day as he was going out to lunch 
with one agent another one popped into 
the office and launched a sure-fire sales 
talk. The presence of a competitor didn’t 
make any difference to him. 

Evidently cigarette smoking is not 
looked upon askance in life insurance of- 
fices as the reporter in question is quite 
a cigarette fiend. 

+ we 
Making a Quick Come-Back 


To those who attended the American 
Legion convention in Philadelphia last 
month it was quite evident that the Flori- 
da delegation was very much in evidence. 
It doesn’t seem as though the recent hur- 
ricane had weakened their morale for 
when a friend of mine stopped a buddy 
on the street he said: “Are we discour- 
aged? | should say not. Our purpose 
here in Philadelphia is to let legionnaires 
from other parts of the country know 
that Florida will make a strong come- 
back. We're after the American Legion 
convention in 1928 and we're going to 
get it, too.” 

1 found out later that he was Neil 
E. Dale, the commander of the Felix 
Poppell Post No. 39 of Vero Beach, 
Mlorida. He headed a party of a dozen 
which left there with 5,000 copies of each 
of the local newspapers in town and en 
route to the convention city stops were 
made at Jacksonville, where a local dele- 
gation joined them; Charleston, S. C, 
and Richmond. They stopped at Wash- 
ington on their return trip. 

“veryone who watched the parade on 
Columbus Day was in sympathy with 
the Florida delegation. The newspapers 
which they brought with them went rap- 
idly. ‘The booth which they had erected 
at the City Hall was crowded with per- 
sons eager to find out just what sort of 
accommodations they might expect this 
winter in Florida. I regarded it as a 
remarkable demonstration of courage, in- 
dicating as it did the present state of 
mind of the Florida people. 

 *-s 


Great Minds 


A recent number of “The New 
Yorker” contains a humorous article on 
the working of great minds with especial 


reference to Mr. Arthur Brisbane. 
“A reporter from the Detroit paper 
that publishes Mr. Brisbane’s daily 


broadsides,” says the writer, “was as- 
signed to show him, on the day of his 
arrival, to his hotel and about the town 
and the newspaper office. The follow- 
ing day this same reporter, on his way 
in to the office with a story, happened 
to meet the great man on the narrow 
stairs leading from the editorial rooms. 
The reporter was in a hurry. Ought he 
to stop to pass the time of day or ask 
for the health of the great man? As 
it was near edition time he passed with 
only a cheerful ‘How-de-do.’ Late that 
afternoon the reporter was summoned 
to the private office of the managing 
editor who said: ‘Say, Bill. Don’t an- 
noy Mr. Brisbane any more by talking 
to him. His mind is constantly occupied 
with ideas and he doesn't like to be dis- 
turbed.” 
* * *# 

The Union Central now has $10,000,- 
000 invested in mortgages on city prop- 
erty. 
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Compulsory pe Law 
Doesn’t Hit Real Evil 


IGNORES CAUSES OF ACCIDENTS 


Beneficial Effects of Edward C. Stone’s 
Suggested Remedy As Well As 
Its Drawbacks 
which 


circles asea 


Out of the surge of comment 
is being heard in insurances 
result of the widespread agitation for 


compulsory automobile lability insur 


ance legislation, the one outstanding 
opinion is that the states should use thei 
rather 
w which in 
injured alter 


influence to prevent accident 
than to put im force a lk 
demnifies those who ar 
such mishaps have occurred 

Undoubtedly a serious pu 
fronts the citizens of this 
tremendous toll of accidents created by 
the use of motor vehicles. This is the 
real problem and all of the energies of 
those who are interested should be de 
voted to its solution. Compulsory auto 
mobile insurance in the form in which it 
has been usually proposed overlooks the 
essential problem and deals only with 
one of its by products. Naturally where 
the situation is not carefully regulated, 
irresponsible drivers will somehow ob 
tain the privilege of operating automa 
biles upon the public highways; unsafe 
drivers of this class will have accidents 
and those who are injured will be unable 
to obtain redress because of the inability 
of the persons responsible to respond in 
damages. 

Doesn’t Touch Root of the Evil 

This evil exists beyond question but 
its extent has not been statistically de 
termined and is no doubt exaggerated by 
legislators who see in this situation an 
excellent opportunity for political spoils 
Compulsory automobile insurance usu 
ally attempts to insure to people, who 
are injured because of the negligent op 
eration of automobiles by others, a meas 
ure of damages. This is the limit of the 
value of such a law. 

It seeks to alleviate distress in a few 
cases but does not go to the root of 
the problem by dealing with the 
rence of automobil 


oblem = con 
country im the 


occul 
accidents at the 
To be sure, proponents of such 
legislation often parade their acts ot 
statutes in a manner which would indi 
cate that they are designed to accom 
plish a radical cure. Hut so far as those 
who are familiar with the situation can 
see, these acts are more likely than not 
to encourage recklessness and to aug 
ment in other those factors 
which are responsible for the occurrence 
of accidents. Thus to meet the 
of a few an elaborate structure is cre- 
ated which entirely overlooks the causes 
of accidents when it should seek to re- 


source 


respects 


Nee ds 


move or at least to minimize these 
causes. 

E. C. Stone’s Remedy 
Touching specifically upon the prob 


lem of offering security to the few pet 
sons who without fault on their part sus 
tain injuries because of the negligent op 
eration of motor vehicles by others, a 
remedy has been suggested on a number 
of occasions by Edward C. Stone, U. S. 
manager of the Employers’ Liability. 
Mr. Stone frankly proposes to deal with 
this problem on its merits and does not 
put forth his plan as a cure-all which 


is designed to erradicate the automobile 
accident evil. 

In his two most recent speeches—the 
Wiseonsin Insurance Day exercises and 
the meeting of the Michigan Association 
of Insurance Agents—Mr. Stone outlined 
his remedy for the benefit of those pres 
ent li substance it provides that the 
operator would be deprived of his right, 
alter an accident for which he was solely 
to blame, to operate all automobiles un- 
less he put up some security for the 
consequences of that accident. This 
would place automobile owners and oper 
ators in the position of either operating 
so as to avoid all or at sage serious ac 
cidents or of losing their right to oper 
ate unless they 
to protect the 


voluntarily gra something 
victims Of their accidents. 
Suggests Preliminary Hearing in Court 

In fairness to the claimant, Mr. Stone 
ugevests that the motorist be given a 
prechminary hearing in) some court. of 
competent jurisdiction upon the propos 
tion whether he was wholly to blame for 
the particular accident. If the court 
frees the motorist from blame, he con 
tinues as before to operate or to use 
his automobile. If, however, he is found 
solely to blame the court will take such 
action as will bring about the result that 
he cannot continue to operate any auto- 
mobile until he puts up such security as 
the court orders up to $5,000, the amount 
of protection usually given in a liability 
policy to pay any mdisdiiied judgment 
that later may be awarded. 

The important feature of Mr. 
remedy is that if the 
liability policy, already issued, with the 
usual $5/10,000 limits, applicable to the 
accident in question, the court shall ac- 
cept it as adequate security and allow 
him to still use his own car or operate 
any automobile. 

The full result of this suggested rem- 
edy, in Mr. Stone’s opinion, will be that 
it will either make the motorist very 
careful in operating his automobile so 
that no accident will oecur or none of 
such seriousness that he cannot himself 
put up the necessary security or he will 
take out voluntarily a policy of auto- 


Stone's 
operator has a 


mobile lability insurance 
The law will apply to everybody, both 
residents and non-residents. All dis 


crimination against residents 1s removed 
at once The person who COMICS from 
out-of-the-state will be attended to by 
an order of court, in the event that he 
does not have automobile liability insur- 
ance or he cannot otherwise put up the 
necessary security, whereas the person 
within the state, if he does not have a 
policy or cannot put re the security, will 
have his license or registration, as the 
case may be, or bath, suspended by the 
state authorities. 
Reactions to Stone’s Plan 

One of the favorable reactions to this 
plan, as seen by a close student of the 
subject, is that it is designed to make 
— protection desirable for the 
average automobile owner in the same 
abies as the elective workmen’s com- 
pensation law made compensation insur- 
ance desirable to those who needed it. 
The elective workmen's compensation 
law, although obstensibly voluntary in 
character, actually surrounded both em 
ployer and employe with conditions which 
made them mighty uncomfortable unless 
compensation was elected. Just as the 
elective law was a clever device to over- 
come the objection to compulsory com- 
pensation legislation, so Mr. Stone’s pro- 
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posal has the merit of attaining a meas- 
ure of universality of coverage by indi- 
rection without arousing undue antag- 
onism on the part of automobile own- 
ers who on the surface at least may ex- 
ercise an option whether to insure or 
not. 

Some executives feel, however, that 
Mr. Stone’s plan raises two problems 
which will have to be worked out be- 
fore it can be put into practical opera- 
tion, The first is that it will require the 
addition of further red tape in the legal 
situation, thus placing more of a burden 
upon the courts which are already glut- 
ted with litigation. Such a situation 
would saddle the taxpayers with a tre- 
mendous expense. 


Difficult Underwriting Situation 


The second is that it will involve the 
underwriting departments of the com- 
panies in a difficult situation in that they 
will be required to consider for insur- 
ance coverage the more serious cases 
where the improvident and reckless 
motorist who has failed to purchase cov- 
erage is ordered by the courts to pro- 
vide some suitable) form of financial 
guarantee that he will be able to meet 
his future obligations to persons injured 
as the result of his ownership and use 
of motor vehicles. 

Then again, it should be noticed that 
Mr, Stone’s. plan does not necessarily 
provide an absolute solution of the prob- 
lem which he seeks to solve. The finan- 
cially irresponsible motorist who has had 
an accident and has been held to be 
solely responsible by the court in the 
preliminary hearing, is barred from the 
public highways until he can obtain in- 
surance coverage or otherwise demon- 
strate his financial responsibility as to 
future accidents. This, it is felt, is scant 
protection for those who may have been 
injured in the first accident under the 
new system. 


ARTICLE BY EDSON S. LOTT 


President Edson S. Lott of the United 
States Casualty has written an article 
comparing stock and mutual insurance 
for the October issue of “The Kiwanis 
Magazine,” a publication devoted to the 
interests of Kiwanians. The article em- 
phasizes the economic service of the lo- 
cal agent. 


OPENS BOND DEPARTMENT 
A bond department has been estab- 
lished by Barto, Wood & Moran, Brook- 
lyn agents for the Maryland Casualty, 
under the supervision of David Manezon. 


Major E. W. Briggs Joins 
Commercial Casualty 


TO BE CONTRACT | BOND EXPERT 
Has Had More Than 20 Years’ Experi- 


ence in This Field; Indicates Drive 

for Bonding Business 

An indication that the Commercial 
Casualty is to make an aggressive bid 
for bonding busine ‘ss throughout the 
country is seen in the appointment this 
week of Major Edward W. Briggs, a 
contract bond underwriter of more than 
twenty years’ experience. It will be Ma- 
por Briggs’ job to act in the capacity 
of a liaison officer between the company 
and the agent in developing this impor- 
tant class of business. 

To take up his new work Major Briggs 
has resigned from the Globe Indemnity 
where he was a contract bond expert. 
His first important insurance connection 
was as vice-president of the old New 
England Casualty. He then stepped into 
the agency field as the bonding man in 
lields & Cowles, managers for New Eng- 
land of the Royal. During the war he 
was first a captain in charge of canton- 
ment work at Camp Devons and later 
made a major, acting in an advisory ca- 
pacity on the supervision of cantonments 
all over the country. 

He resumed his insurance career fol- 
lowing the armistice by joining Davis & 
Farley of Cleveland as a bonding under- 
writer. He left this agency to join the 
Globe Indemnity. 


GENERAL AGENTS IN CLEVELAND 


C. F. Thain and R. K. Dusseau Form 
hineenee to Represent Great 
American Indemnity 
C. Ff. Thain and R. K. Dusseau, well- 
known casualty men of Cleveland, Ohio, 
have been made general agents ‘of. the 
Great American Indemnity in that city. 
The firm name will be the Thain-Dus- 
seau. Co. at 511-512) Hunkin-Conkey 

Building. 

Mr. Thain served the Royal Indemnity 
for seven years as a special agent, gain- 
ing a thorough knowledge of field con- 
ditions, and then joined the Davis & 
Farley Co. of Cleveland where he stayed 
for thirteen years as manager of its 
casualty department. 

For the past ten years Mr. Dusseau 
has been manager of the bond depart- 
ment of the same agency and leaves 
this position to take up his new post. 
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Canadian Chiefs Talk 
Over A. & H. Situation 


MEETING OF SUPERINTENDENTS 


H. G. Garrett’s Report On Application 
Of Life Insurance Legislation to Ac- 
cident and Sickness Insurance 


One of the problems discussed at the 
ninth annual conference of the Associa- 
tion of Superintendents of Insurance of 
the Provinces of Canada was on the ap- 
plication of life insurance legislation to 
accident and sickness insurance and vice 
versa. This subject had previously been 
treated by the association as it was rec- 
ognized that a serious problem was in- 
volved. A resolution was passed that no 
action be taken at that time but that the 
committee working on it report further 
to the conference of 1926 by making an 
entirely new report and treating the two 
questions separately. 

H. G. Garrett, ch: uirman of the 


! com- 
mittee for the P rovince of British Co- 
lumbia, accordingly went into the sub- 


ject in detail, reviewing carefully the leg- 
islation of the vz arious provinces in regard 
to it and pointing out in each case exist- 
ing defects as his committee saw them. 
Principal Points to Settle 

Mr. Garrett gave the 
opinion that the principal points to be 
settled were as follows: 

(1) What is the need for the applica- 
tion of the life insurance provisions to 


consensus) of 


accident and sickness insurance con- 
tracts? Save for condition 19 there ap- 
pears to be none. 


(2) If applied, should the provisions 
apply alike to accident and sickness poli- 
cies or only to accident policies? It is 
submitted that the application should be 
restricted to accident contracts and the 
indemnity for accidents where the pol- 
icy includes both accident and sickness 
insurance. 

(3) Should the 
every accident and 
only to those in which condition 19, 
whether varied or not, is contained? It 
is submitted that if the provisions are 
applied, condition 19 must be included in 
the contract, and perhaps, omission and 
variation should be prohibited. Alter- 
natively the optional from section in the 
British Columbia Act is recommended. 

(4) Should condition 19 be re-drawn 
in view of the remarks made in this re- 
port? Your committee submits that 
whatever the conclusions reached, the 
condition will have to be dealt with. It 
is impossible to make any suggestion 
until the principles are elucidated. It 
may even be decided that condition 19 
should be repealed altogether and such 
matters be left to voluntary arrange- 
ment. 

(5) If the 


provisions apply to 
sickness policy or 


provisions are 
should not the actual sections applied 
be specified, and, where a section ap- 
plied is not appropriate without change, 
the change be specified ? 

Practical Aspects in Situation 

Commenting on the 
of the situation Mr. Garrett said: “Tt 
affects not only the casualty companies 
but also the life insurance companies due 
to the steady growth of the combination 
type of policy. It must be remembered 
that the com contract covers both acci- 
dents and sickness, and it may well be 
that the legislation should be applied to 
the accident contract, but not the sick- 
ness. In the case of the combination 
policy it might be practicable to apply 
the legislation, if the life conditions 
were severable from the disability con- 
ditions. Even so the life insurance pro- 
visions would apply to the entire con- 
tract, but in one sense to one part and 
in another sense to the other part. 

“On the other hand the statutory con- 
ditions containing certain safeguards for 
the insured would apply in part only. 
The superintendent of Saskatchewan had 
a case before him recently where a stat- 
utory condition was invoked to save a 
combination policy from forfeiture. It 
would not surprise your committee if 


applied, 


practical aspects 


life and casualty companies alike were 
opposed to any application of the life 
insurance provisions to accident and sick- 
ness contracts. 

“The insured is obviously in a difficult 
position. He knows little enough about 
his contract at any time, and to place 
him in the position of discovering how 
far certain legislation applies to his con- 
tract makes matters worse. Probably no 
thought of a beneficiary enters his head 
in so far as indemnity for sickness or 
disability is concerned. He may, if the 
indemnity for accident is considerable, 
look upon it in the same light as life 
insurance, and wish it to go to the same 
beneficiary. On the other hand the pub- 
lic might almost be surprised to dis- 
cover that the legislation were not the 
same for what is often in its eyes the 
same class of ‘estate.’ 

Must Consider the Agents 

“The insurance agent 
taken into consideration. It is gS 
if the casualty agents know today how 
the situation stands, and improbable that 
many could explain the effect of the life 
insurance provisions. The life insurance 
agent is of course acquainted with those 
provisions and could easily master the 
accident and sickness conditions. 

“How far creditors enter into the ques- 
tion, your committee has no idea. Life 
insurance of course plays a large part 
in modern business, but whether a bank, 
for example, ever inquires how much 
casualty insurance a client carries or re- 
gards it as a security, is doubtful. Or- 
dinary life insurance is clearly far su- 
perior to insurance which only protects 
against death under certain circumstan- 
ces. One consequence of applying the 
life insurance provisions is that acci- 
dent indemnity may become a statutory 
trust fund and so placed beyond reach 
of ereditors. 


has also to be 


In Case of Combination Policy 

When accident and sickness insurance 
is issued by a company in combination 
with life insurance, Mr. Garrett pointed 
out that effect of the law in Alberta, 
Ontario and Saskatchewan appeared to 
be that they should apply to every policy 
for those classes of insurance, no mat- 
ter whether the insurance was combined 


with life insurance or not, nor whether 
such provisions were inconsistent with 
the life insurance provisions or not. 


CASUALTY LECTURE PROGRAM 
Insurance Library Association of Boston 
Lines Up Attractive Series of 
Seventeen Lectures 
The casualty branch of the Insurance 
Lilaies Association of Boston has lined 
up a comprehensive program of seven- 
teen casualty lectures for the fall and 
winter season. These lectures are on 
subjects recommended by the Insurance 

Institute of America. 

The list of those who are scheduled to 
speak include: John W. Downs, seeretary 
of the Insur wr Federation of Massa- 
chusetts; R. I. Catlin, secretary of the 
— Casualty & Surety, Hartford; C. 
J. Langley, assistant secretary of the 
Actna Casualty & Surety, Hartford; 
Allen R. Goodale, assistant secretary of 
the Travelers, Hartford; P. M. Counsell, 
manager of the automobile department 
of the Massachusetts Bonding. 

H. G. Stellwagen, secretary-treasurer 
of the National Bureau of Casualty & 
Surety Underwriters, New York; Am 
brose Ryder, assistant vice _president of 
the Great American Indemnity, New 
York; E. E. Robinson, manager of the 
automobile department of the National 
Bureau of Casualty & Surety Under- 
writers, New York; Joseph IF. Mattai, 
vice-president of the United States Fi- 
delity & Guaranty, Baltimore; P. W. 
Linscott, superintendent of the 
partment of the Employers’ 


loss de- 
Liability 


TWO NEW MUTUALS 
The Bristol Mutual Liability, located 
in New Bedford, and the Lincoln Mu 
tual Liability of Boston, have both been 
chartered to write business under the 
Massachusetts compulsory automobile in- 
surance act. 





Lining Up a Seels 
Advertising Program 


AD MEN GET KAPHERR’S PLAN 


Its Basis Is a Questionnaire to Deter- 
mine Number of Potential Prospects 
and Their Importance 
A practical plan for 
vertising 


lining up an ad 


and sales program in casualty 


insurance was presented to the 
when they met at the Detroit 
Herman W. Kapherr, sec 
Roberts & Walker, Inc., the Chi- 
cago insurance ency. De 


casualty 
ad men 
conference by 
retary, 
advertising ag 
ploring the hit or miss method of gain 
ing the interest of the agency force, Mr. 
Kapherr’s first step was to secure faets 
as to the need of certain protection. 
These facts and figures regarding sales 
possibilities in each agent's territory can 


be secured only from the agents. 
\ questionnaire should first be sent 
out embodying questions that will, when 


answered accurately, give the 
the necessary foundation upon which it 
can prepare its advertising. Information 
should be obtained as to how many po- 


company 


tention prospects there are in each 
agent's territory. These prospects 
should then be classified as to their 
business and financial standing. Mr. 


- air 
Kapherr’s sue 
proximate 
prospect 


restion was to get the ap- 

financial standing of each 
and then the amount of their 
income that should be budgeted for cas 
valty lines can be estimated. Statistics 
for the estimating purchasing power of 
the average family can be obtained from 
the Government. 


Results of Such a Campaign 


“Each questionnaire,” said Mr. Kap 
herr, “should contain a summary of local 
conditions. These facts, together with 
many others will enable you to ascertain 
the sales possibilities. They will also 
help you to know what lines are really 
necded and to what extent.” 

Saying that he was a firm believer in 
sales work being conducted in a sys 
tematic manner, Mr. Kapherr urged that 


a record of every prospect be kept with 
information pertaining to his insurance 
needs and the dates of advertising mail 
ings sent him. The agent should ake be 


furnished with explicit instruction on 
how to distribute the advertising ma- 
terial. Pe ‘rsonal Cc alls should bc recorded 


with remarks and an estimated value of 
his business. Undesirable business will 
be weeded out in this way, thereby doing 
much to lower loss ratios and bad cred 
its. He pointed out that the agent would 
never have to complain for lack of pros 
there ar 


pects because more people un 
insured than insured. 
Among important pieces of effective 








Brevoont 





Madison Street, east of LaSalle 
CHICAGO 


DOWNTOWN, near 
principal stores, 
banks, business 
houses and theatres, 
the Brevoort is pre- 
eminent among Chi- 
cago hotels for qual- 
ity of service at 
mederate cost. 
EK. N. Mathews, 
President. 
R. E. Kelliher, 
Manager. 








advertising literature he named the sales 
letter as paramount and said that it 
should be prepared according to the in- 
formation the questionnaire disclosed. 
Folders and booklets should be prepared 
with the view in mind of bettering the 
prospect’s understanding of individual 
lines of protection. Booklets should be 


written along educational lines. The 
less technical the copy, the more ef- 
fective it will be. Broadsides, he said, 
are useful in promoting the sale of a 
new or special combination policy. Its 
size ives ample space to illustrate with 
little effort the protection the policy af- 
fords. Return post-cards can be used to 
vreat advantage. 


Make the Agent Feel His Importance 


In carrying out such an advertising 
program Mr. WKapherr suggested that 
each agent be sent a letter of instruc- 
tion as an explanation of how the adver- 
tising is to be used. He should be made 
to feel the importance of his own role 
in making the campaign a success. “It is 
a good idea,” he suggested, “to prepare 
a series of advertising and sales bulle- 


tins to be mailed out at certain intervals. 


These should outline briefly what each 
policy covers, how to select the huslen ss, 
how to write it, premium charges, re- 
porting the business, commissions and all 
other necessary information. Letters of 
a personal nature should supplement 
these sales bulletins, giving the agent 
new ideas and encouragement for the 


furtherance of his sales progress.” 


ZURICH APPOINTMENTS 


The Eastern department of the 
ich has appointed the following agents: 
George J. Hatt, 93 State street, Albany, 
for accident and health lines only; John 
IP. Sweeney, Main street, Elmsford, 
N. Y.; Lawrence EF. Millea, 357 Main 
Norwich, Conn. 


Zur- 


street, 


M. A. JAMESON 
Max A. Jame 
ity and surety 
office of the 
effective this 
worth, associate 
ment, will be in 
appointment is 


RESIGNS 

son has resigned as fidel- 
manager of the New York 
\etna Casualty & Surety, 
week, and E. B. South- 
manager of the depart- 
charge until a definite 
made 


NO-ACCIDENT CAMPAIGN 


Twenty-six industrial and commercial 
plants in Newark, N. J., including six 
having 1,000 or more employes, have 
been free of accidents to employes dur- 


ing three weeks of October. The con- 
cerns have been participating in the no- 
accident month campaign of the Newark 


Safety Council under the direction of its 
accident-prevention committee headed by 
W kK. Smith of the Public Service Pro- 


duction Company. Mor 
are participating. 


e than fifty plants 
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Approves “Not Taken” 
Plan of Bureau 


(Continued from page 28) 


that the cancellation and 

premium 
similar provisions 

contained in the policy or policies 


insured, except 
minimum 
shall supersede any 


carned PrOvVIsSIOns 


Minimum Earned Premiums 

The provision affecting cancellation 
and minimum earned premiums in this 
binder is as follows: “Insurance pro 

ided by this binder may be cancelled at 
any time by either of the parties upon 
written notice to the other party stating 
when thereafter cancellation shall be ef 
fective and the date of cancellation shall 
then be the end of the binde pe riod 

“Notice of cancellation mailed to the 
assured at his address as it appears on 
the order blank shall be sufficient no 
tice. If such cancellation is at the com 
pany’s request the earned premium shall 
be computed pro rata; if such cancella 
tion is at the assured’s or assured’s rep 
resentative’s request, the earned pre 
mium shall be computed at short rate 
subject to a minimum earned premium of 
$5.00. 

“A pro rata premium charge at the 
rates and in compliance with the rules 
of the manual of rates in current use by 
the company when this binder becomes 
effective, subject to a minimum premium 
of $5.00, will be made for this binder 
unless such policy or policies covering 
the binder period are issued to and ac- 
cepted by the applicant.” 


When Producer Is Responsible 


The provision also provides that in 
consideration of the issuance of the pol- 
icy and its acceptance by the producer 
who has submitted it for approval to 
the company, the latter must agree that 
unless the insurance order is signed by 
the applicant or accompanied by writ- 
ten authority from him, the producer 
shall be held responsible for the pay- 
ment of the earned premium subject to 
a nunimum earned premium of $5.00 ‘if 
the binder or the policy issued in place 
of it is returned “not taken” or = can- 
celled eleven days or more after the ef- 
fective date of the insurance. In such 
a case the producer shall be held re- 
sponsible for the payment of the earned 
premium from the effective date of the 
insurance. 

The company members of the central 
bureau shall give producers reasonable 
advance notice of expirations. They will 
be held responsible, however, — for 
earned premiums subject to a minimum 
earned premium of $5.00, as outlined 
above, on all renewals which they order 
including renewals effected through 
binder, if not returned within ten days 
after the effective date of the insurance. 


Earned Premium Data 


tach company shall, through its ac 
counting division, report to the central 
bureau the following information for 
each policy or binder returned as can 
celled or “not taken”: 1——Name of com 
pany; 2.—Number of policy or binder; 
3.—The name of the assured; 4 The 
address of-the assured; 5.—Wind of in 
surance involved; 6.—Name of broker or 
agent placing the business; 7.—Effective 
date of the policy or binder; &8——Date of 
cancellation or return as “not taken” 
9—Amount of earned premium 

Upon the payment of earned premiums 
under policies or binders theretofore re- 
ported as cancelled or “not taken,” the 
accounting division of each company 


’ 


shall immediately notify the central 
bureau of such payments. Proper forms 
for the reporting of the necessary in- 


formation on earned premiums shall be 
prepared and distributed to the com- 
panies by the central bureau. 

The central bureau shall also tabulate 
“not taken” and cancelled policy data 
by name of 


assured, name of company 
and name of 


producer, but under Mr 


Beha’s proviso this information will be 
available for the present to the super 
intendent of insurance only. As he in- 
timated this may be changed later if it 
is the unanimous desire of the participat- 
ing companies. 


One feature of the plan is the forma- 
tion of an equity committee, consisting 
of the manager of the central bureau 
and a representative of the Insurance 
Department of New York State to be 
designated by the superintendent of in- 
surance. This committee shall consider 
requests for the setting aside of the 
carned premium liability provisions of 
the srules affecting the producer in such 
cases where the literal application of the 
rules work an injustice on him and also 
where the facts show that he was in no 
way responsible for the return or rejec- 
tion of a policy or binder ordered by him 
in good faith. 

Requests for relief shall be made to 
this committee by the company issuing 
the insurance and shall be accompanied 
by clear and sufficient evidence indicat- 
ing the reasons why relief should be 
vranted. 


WM. F. SULLIVAN IN NEW JOB 


William I’. Sullivan is now settled in 
his new job as production manager of 
the New York branch office of the Mas- 
sachusetts Bonding & Insurance Co. A 
casualty man of wide exnerience, Mr. 
Sullivan enjoys a wide acquaintance 
among insurance brokers. He comes 
from At Central Fire Agency where he 
was casualty manager. 


BOOSTS CAPITAL TO $1,500,000 





Business of New Central Surety Exceeds 
Most Ambitious Expectations 
of its Executives 

The Central Surety and Insurance 
Corporation, the new surety company in 
Kansas City, voted an increase in its 
capital this week from $900,000 to 
$1,500,000. Stockholders in the corpora- 
tion can subscribe for the new stock at 
$60 a share in proportion to their hold- 
ings. The officers are authorized to dis- 
pose of unsubscribed stock at $70 a 
share. 

In commenting on this move Fred W. 
Fleming, president of the company, said 
this week: “The growth of business has 
exceeded our expectations.” Our busi- 
ness in these first few months has been 
nearlv three-fold what we anticipated. 
And IT appreciate the demand in the field 
we were entering was greater than the 
coverage.” 

The Central Surety moved into its new 
offices this week, occupying the entire 
fourth floor of the Kirkwood Building, 
Kansas City. 

Its officers and directors include: R. A, 
Long. P. W. Goebel, Carl W. Allendoer- 
fer, H. L. McCune, J. A. Harzfeld, 
Thomas Y. Willock, A. Newman, W. PB 
Young, Ward L. Neff, T. J. Green, L. M. 


NOT TO FORM DETROIT COMPANY 


Notification was given the Michigan 
insurance department this weck, through 

J. Treanor, chief examiner, that no 
further effort will be put forth to organ- 
ize the Cadillac Mutual Casualty com- 
pany of Detroit, which has been in pro- 
cess “3 formation since ¢ arly in the year. 
The Cadillac Mutual’s promotion was in 
bss ¢ Of om Mitchell, president. 


F&C. APPOINTEE —~ 

A. R. Liebel has been. made district 
manager of the Fidelity & Casualty at 
Erie, Pa., succeeding the late Frank. T. 
Jackson. He will be responsible for four 
counties in the Erie district. 


Alfred M. Best of the Alfred M. Best 
Co. of New York City was the interme- 
diary in the purchase of the Southern 
Surety by the Rogers Caldwell banking 
and insurance interests, of Ni ishville, 
Tenn. 





Goubite: Dennis iadicn and Louis P. 
Rothschild. Fred W. Fleming is presi- 
dent; T. JT. Green, vice-president and 
treasurer; Dennis Hudson and R. FE. Me- 
Ginnis, vice-presidents; L. M. Goodwin, 
secretary, and H. LL. McCune, general 
counsel of the corporation. 








profitable. 








I’ve got a new job. 


Like every other man-sized job, its success or failure hinges largely on 
the cooperation of other people—in this case on the good agents and brokers 
throughout the country. 


My belief in the American Agency System is well known and in my 
new job, so far as my contacts with and attitude toward agents is concerned, 
nothing is changed but my address. 


The New York Indemnity Company wants a good agent in every town 
and city in the country and it’s my business to see, when we appoint the right 
man, that his association with us becomes increasingly pleasant and mutually 


We are equipped to handle and we want to further develop fidelity and 
surety as well as casualty lines. 


Ever since I entered the surety business, my office door has been open 


and I’ve never been “in conference.” 


Come and see me when you are in New York, and, meantime, let me 
hear from you at 115 Broadway, if we can do some business together. 


SPENCER WELTON, President 


New York Indemnity Company 
New York City 
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How F. & D. Figures in 
Building Enterprises 


BY MEANS OF LENDERS BONDS 


Booklet Now Being Distributed Shows 
Part Played in Erection of Jewelers’ 
Building, Chicago 


The Fidelity & Deposit, of the 
first surety companies to undertake the 
is now mak- 
campaign to develop 
3eliev- 
test 
the value of such insurance than by giv- 





one 


issuance of lenders bonds, 


ing an aggressive 
gues | 4 

this important class of business. 

is no better 


ing that there way to 


ing conerete cases of its effectiveness, 
the company recently 
booklet giving full explanation of the 
work it has done. 
to trust companics, 


gage loan companies, building and loan 
associations and other similar institu- 
tions throughout the country. 

The outstanding case cited is the Jew- 
elers’ building, now being erected in Chi- 
cago. This structure is the result of 
several years of study on the part of 
the Jewelers’ Association of Chicago. Its 
purpose is to provide a means of cen- 
tralizing the jewelry industry in that city 
by bringing together under one roof the 
various units of the trade. 

Convinced of the practicability of the 
plan, the Jewelers’ Association finally 
decided to sponsor the construction of 
a forty-story building and secured an op- 
tion on a plot of land valued at $3,000, - 
000. The next step was the organiza- 
tion in 1924 of the Riverside Plaza Cor- 
poration, with an authorized capital of 
$6,000,000, consisting of 30,000 shares of 
7% cumulatiye preferred stock, par 
$100, and an equal number of shares of 
common stock of the same par value. 
The building site was then taken over 
by this new organization, bids for the 
construction of the building were called 


has prepared a 
It is now being sent 


savings banks, mort- 


for, and plans made for financing the 
costs of construction, 
Working Out the Details 
In June, 1925, the Riverside Plaza 


Corporation entered into an agreement 
with a reliable contracting firm to con- 
struct the proposed building. The value 
of the completed structure, together with 
the land on which it was to stand, was 
estimated by several reliable appraisers 
to be approximately $11,700,000. On the 
basis of this valuation, the corporation 
secured authority to float a $7,000,000 is- 
sue of 6% mortgage bonds and a $1,- 
500,000 issue of 7% secured gold bonds. 
The proceeds of these two bond issues 
were to provide the funds necessary to 
pay the various costs of construction, as 
well as to retire the existing mortgages 
then outstanding on the property. 

The proposition was then submitted to 
a finance company which, after making 
an exhaustive investigation, agreed to 
underwrite both issues, relying upon the 
estimated value of the land and com- 
pleted building to protect the loan. The 
building, however, existed only on paper 
and so ‘could not be considered at the 
time a part of the actual security be- 
hind the loan. Consequently, before it 
would advance any money the finance 
company demanded that the Riverside 


‘laza Corporation furnish them with 
some additional security which would 
take the place of the building until it 


was completed. 
The Fidelity & Deposit Steps In 

It was at this point that the Fidelity 
& Deposit was called in. After i" 
ing all the plans and estimates, the F. & 
D. agreed to execute a lenders bond in 
the penalty of $1,750,000, guarantecing 
the successful completion of the building, 
free of all liens which might be prior 
to the first mortgage, Upon the strength 
of the F. & Ds guarantee, the finance 
company had no further hesitancy in ad- 
Vancing its money. <A trustee was ap- 
pointed and authority given him to dis- 
burse funds from time to time to pay 
the \ Various costs of construction. The 
building is now under way and the suc- 
cess of the project is assured, 
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POLICIES FOR THE BLIND 


Michigan Sacasanee er 
ceives Accident Policies Used by “ 
Press”; Coverage in Dispute 
Whether or not a large number of 
blind residents of Michigan are enjoying 
protection under the limited accident 
policies issued for the Detroit “I’ree 
Press” is a problem which has recently 
been presented to the Michigan insurance 
department. The department will re- 
quest the company issuing the policy to 
modify the form of its newspaper policy. 
From a casual examination of the situ- 
ation department officials are inclined to 
the belief that companies writing those 
limited accident policies have let them- 
selves in for some losses because of over- 
sights in drawing their contracts. It is 
obvious that a blind man or woman is a 
very poor accident risk particularly when 
the contract specifically covers injuries 
to an insured pedestrian by a vehicle. 


Re- 


Free 


That large numbers of blind persons and 
others with almost as serious infirmities 
have availed themselves of this coverage 
is the conclusion from one man’s admis- 
sion to the department executives that 
his wife, who is also blind, and four other 
sightless Lansing residents now hold 
“Free Press” policies. 

If the does not except 
these persons from protection, it ap- 
pears that an error has been made 
by the companies. It is obviously 
impossible to trace the policies issued to 
blind or otherwise handicapped persons 
as the information given on the appli- 
cations is confined ei ally to name, 
address, and age. Unless such persons 
voluntarily made themselves known, 
then, they could continue to enjoy pro- 
tection, no matter what the company’s 
wish, until the contract was terminated 
and it would even be difficult to prevent 
renewal, unless new applications were 
filled out of a more detailed character. 


cont ract 











The “Kemper” 1926 Champions 
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The picture shown above represents 
the “Kemper Insurance” baseball team, 
representing the Lumbermen’s & Manu- 


facturer’s Insurance Agency of the 
(American) Lumbermen’s Mutual Cas- 
ualty Co. of Illinois and the National 


Retailer’s Mutual at Chicago. It has won 
for the fourth year the championship of 
the Insurance Baseball League of Chi- 
cago by defeating the team representing 
the Royal in the final of a three-game 
series at Logan Square Park. 

This team was presented with a cup 
emblematic of the 1926 championship at 
a banquet of the Insurance Baseball 





League of Chicago a few wecks ago. 
They were also honored by the cup for 
the championship of Division I, having 
won all twelve of the games in the reg- 
ular series. 

The manager of the team is Royce G. 


Rowe, assistant secretary of the (Ameri- 
can) Lumbermen’s Mutual Casualty and 
head of its loss department. The team is 


named in honor of James S. Kemper, 
general manager of the company, who 
has whole-heartedly given his support to 
it. 

The team is all set for another 
of victories when the baseball 
rolls around again next spring. 


string 
season 


Maryland’s Campaign 
To Reduce Accidents 


RESULTS 





ARE ENCOURAGING 
Awards Prizes to eedbastetel Plants For 
No Time Loss Accidents in 

Last Six Months 





The work that some of the casualty 
companies are doing today to assist fac- 
tories and industrial plants in reducing 
their percentage of accidents is worthy 
of commendation. In this connection, 
the so-called “No Accident Banners” 
campaign inaugurated by the Maryland 
Casualty promises to produce excellent 
results. Already it has stimulated safe- 
ty methods to no little extent in the 
plants it insures. 

Prizes are offered by the company to 
plants where no accidents causing loss 
of time have occurred within a period of 
six months. The campaign is limited 
only to risks having 25 employees or 
over, and thus far the New York City 
branch of the company has awarded six 
such prizes. 

These banners, 
tractive, announce 


which are quite at- 

that the concerns 
whose names are inscribed on them are 
on the safety honor roll, inasmuch as 
they have not had a time loss accident 
within a period of six months. 

1. Corr, supervisor of the New 
York engineering and rating ~— of 
the Maryland Casualty, told the Eastern 
Underwriter the other day that the com- 
pany expects to have still better results 
from this campaign. He said the idea 
had its inception at a conference which 
took place at the home office in Balti- 
more last November, at which the mem- 
bers of the engineering and rating di- 
vision were present. A committee was 
appointed to work out the details. The 
company supplied its risks with all sorts 
of literature on the subject of accident 
prevention, including pay envelope stuf- 
fers which are given to the employees of 
industrial concerns every two weeks. 
Some of these were in the form of small 
cards bearing the expression “Stop Ac- 
cidents.” 

Mr. Corr said that the first pennants 
were presented as samples to the Rey- 
nolds Tobacco Company, of Jersey City, 


and the Corn Products Refining Com- 
pany, of Chicago, Ill, two of their 
clients. 


T. H. MORRIS ON THE JOB 
Holder of Two Medals For Gallantry in 
the War Is Booming Bankers 
Indemnity in Philadelphia 
Morris, recently 


* Thomas H. who was 


made manager of the Bankers Indemnity 
in Philadelphia, is making things hum 
for the company there. In a few months 
he has already built up a nice volume 
of business. Mr. Morris is distinguished 
not only by his popularity in Philadel- 


phia insurance circles but by his repu- 
tation for gallantry in the world war. 


He is the holder of both the Distin- 
guished Service Cross and the Croix de 
Guerre, awarded to him by the French 


governinent 

Starting his insurance career 
old Pennsylvania Casualty, he 
with that company for about 
When it was reinsured in the 


with the 
remained 
ten years. 
Massachu- 


setts Bonding & Insurance Co., Mr 
Morris continued with this company for 
about two years and then joined the 
New England Casualty. 


In 1914 the New England Casualty 
sent him to Philadelphia to manage its 
office there, and he made such a credita- 
ble showing that the Globe Indemnity 
selected him for a similar post. In 1923 
Mr. Morris changed over to the Georgia 
Casualty and managed its branch in the 
Quaker City until his present job. 

TWO TOP-NOTCH SPEAKERS 

(;overnor A. Harry Moore of New Jer- 
sey, and Harry C. Spillman, educational 
director of the Remington Typewriter 
Co., are the speakers at the annual din- 
ner of the Casualty & Surety Club of 
New York next Tuesday. 
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Casualty Symposium On 
Insurance Ad Methods 


BRINGS OUT MANY GOOD IDEAS 


S. M. Gamble of Southern States Life 
Tells Detroit Gathering About His 
Company’s Pre-approach Plan 
features 


One of the interesting 


of the 


most 
casualty-group session at the In 


surance Advertising Conference in De 


a critical sym 


troit a few weeks ago was 

posium trom tour viewpoints ot “Tnsur 
ance Advertising Methods—Right and 
Wrong. The sp akers selected to discuss 
this subject were Edward A, Collins, Ed 
ward S. Gault, Seneca M. Gamble and 


Clifford DePuy. Mr. Gamble, incidentally, 


was one of the busiest men at the con 
vention as he was chairman of the fire 
group session, but yet he found time to 


men his viewpoint on 
problem He 


have the fire 


vive the casualty 


this important also al 
ed to 


the casualty 


rang ad men join with 


men at the Tuesday morn 


Ing session so as to gain the advantage 
of mutually discussing health and acci 
dent advertising. 

Although the time allotted for each 


speaker in this symposium was ten min 
utes, a number of constructive thoughts 
were presented. Mr. Gamble, for exam 
ple, felt that since insurance is a pet 
sonal matter to the insured, the crux of 
responsibility for production must rest 
upon the agent He is the man who 
comes in personal contact with the mar 
ket “It is important,” he said, “that 
the advertising department educate the 
field representatives, teaching them: more 


about what they are selling and enablin; 
them to work systematically. These two 
pomts | believe are the chief duties of 
advertising,” 

Among other things Mr. Gambl 


stressed that cach hour spent in wonder 
ing who is the best prospect to see next 
and each poorly chosen word im an in 
terview, are expensive liabilities to. the 
agent and a dead loss to his company. 


Use of Pre-approach Plan 


Describing the pre-approach 
his company, Mr. Gamble said 

“It tears down the sales resistance our 
agent must encounter. The prospect has 
already received a letter touching on his 
requirements for protection. The insur 
ance idea is busy in his) subconscious 
mind when the agent calls. Whether he 
admits it or not, he is expecting our man 
The letter we have sent to the prospect 
is fitted to his personal insurance needs, 


plan of 


just as the policy must fit The data 
on which our letter is based is supplied 
by the agent. Our messaves are written 
sales interviews, not mere ‘circulars.’ The 
agent has a copy of the letter befors 
he calls The method we use require 
time, thought and hard work, but the 
results justify the means 

“Our pre-approach program includ 
the specialty idea. \ oo memorandum 
book voes to the avent, tor each pros 
pect listed with us. It serves him as 
a sure means of attracting attention. The 
prospect does not expect ihe vilt, and 
his pleasant surprise silences any pre 


meditated turndown. 

“If this program of were not 
successful, we would lose no time mak 
ing a chanee For the first six months 
of 1926, from all the prospects listed with 
our advertising department, fourth 
resulted in one sale to every 
four 


SCTVICC 


One 
sales, or 
letters.” 


George Carter’s Advertising Ideas 


George Carter is a general agent in 
Detroit, Mich., and through the agency 
of which he is the head, the re presenta 
twe of a large number of fire and casual 


tv insurance companies. He is credited 
with being the largest individual producet 
of general insurance in the West He 
is also a-member of the board of direc 
tors of one of Detroit’s new and progres 
sive banks. 

Speaking before the 


second gencral 


session of the Insurance Advertising 
Conference at Detroit recently on the 
subject of the “Advantages of Company 
Advertising,” he brictly . reviewed the 
progress of insurance company advertis- 


inv copy as he has seen it from a posi- 


tion of litthe or no value to company, 
avent or the general public, until at this 
tines the thoughtful and attractive dis 
pla were carrying convincing messages 
to the executive body of insurance, the 
avenecy traternity the backbone of the 
busine and was viving the general 
public through distribution of the dis 
plays by agents a better picture of the 
macnitude of the business of insurance 


than it has ever had before. He was 
particularly complimentary to the adver- 
tising men for the progress shown in the 


past five vears, 
\Ilr. Carter called direct attention to 
the individualism of advertising of insur- 


trained men at the head of 
departments. He com- 
them on this and expressed 
the hope that such a condition would 
continue and inerease. Tle expressed the 
m to the advertising managers that 
“the advertising department is the only 
department in any of the ramifications 
of insurance which was free from bu- 
reauism.” He does not care much for 
bureauism 

He urged the copy 
surance advertising to 
the agents the copy they were 
getting at present, which will place in 
the hands of the agents the power to 
insist upon the companies doing what 
they advertise He pointed out that in 
most instances the rules laid down by 
the various bureaus defeated the very 


ance by the 
the advertising 
plimented 


Copvedade 


producers for in- 
keep on giving 


class of 


purpose and value of the advertising 
COpy. 

It was his thought that the great dom 
inant general business personalities who 
form the boards of direetors of the com 
panics, whether fire, life, casualty or 
surety, could to very great advantage 
be played up. The directors’ names and 
their outeide connections should be com 
mon knowledge, not only to the agents 
but to the insuring public. 


He exhibited before the convention a 


recent advertisement from the trade 
press of The Travelers, which he char- 
acterized as being the best advertise- 
ment he had seen. He said he had writ- 
ten President Butler of that company 
complimenting him on the product, and 
it was his hope that the production end 
of the business would be given more and 
more of the same class of material. 


JOHNS HOPKINS COURSE 
Scope of Austin J. Lilly Lectures; 
Classes Every Friday Evening 
Starting At 8:10 O’Clock 
The course at Johns Hopkins Univer 
sity in casualty in urance being con 
sel of the Marvland Casualty, is off to a 
vood start. The class meets in the Me 
chanical En: 


incering Building, on Fri 
days at 8:10 to 9:50 o'clock. The scope 
of the cours¢ follow “te 
i. Wictory, organization, principles, and 


practice of casualty insurance: 


(a) The origin, development and eco 
nomic principles of casualty in 
surance 

(b) The types of organization en 
gaved in underwriting casualty 
insurance, such as stock and mu- 


tual companics, state imsurance 
funds, ete 

(c) State control of insurance car 
riers 

(d) The organization and 
system oof casually insurance 
companies, including a study of 


various inportant departments 


business 


of the business 
Il. The bs rious casualty lines: 
(a) Policy forms and coverage. 
(b) ‘evi roein coinsurance, and 
excess msuranee, 
(c) Workmen's compensation and 


compulsory automobile insurance 
or automobilists’ financial re 
sponsibility. statutes. 

\spects of underwriting as per 
tinent to (a) and (b). 

No special academic training is re- 
quired by the University for admission 








ANNUAL STATEMENTS 
Reproduced by the 


ZINCOGRAPH PROCESS 
WITHIN 48 HOURS 
Saves Time and High Printing Costs 
ALSO 
Eliminates Proof Reading and 
Typographical Errors 


One Hundred and Fifty Companies are 
now enjoying the benefits derived by the 
use of this modern method, which calls 
for only one original copy, HAND or 
TYPEWRITTEN, from which we will 
deliver to you as many copies as required 
completely bound. 


READY FOR FILING 
ZINCOGRAPH COMPANY 


150 VARICK STREET NEW YORK 











to the course, but applicants must satis- 
fy the instructor of their ability to profit 





from the work. Service Contracts 
= of of 
MUST FINISH STATE ROADS Quality Superiority 
The Metropolitan Casualty has been es a 
notified by the State Highway Commis- Policy Holders Representatives 
sion of New Jersey that the H. Shapiro 


Construction Co. had abandoned its road 
paving contract on the Perryville-Clinton 
section in Hunterdon County and_ the 
bonding company would be expected to 
continue the paving of the roads. Simi- 
lar notice was also served on the Mary- 
land Casualty which had bonded the 
same firm for the building of the Hack- 
ensack-Rutherford road. 





THE NATIONAL 
of DETROIT 


SURETY PRIZES 


W. Irving Moss, president of the Union 


Eastern Dept. Western Dept. 
Indemnity, will give the prizes in surety- 81 John St. Pacific Bldg. 
ship to the students of the Insurance New York San Francisco 


Northwestern Dept. 
Palace Bldg. 
Minneapolis, Minn. 


Society of New York. The prizes are 
for $25, $15 and $10, and will be com- 
peted for in the examinations held in 
\pril next) year. = 




















A Progressive 


SURETY ann CASUALTY 


Company 














=— 














Novem 


against | 
ity insu 


, fore th 


first pla 
of the a 
laws are 
ent law 
a few f 
a year 
will do 
He does 
tomobil 
compuls 
To th 
the con 
lution o 
gests al 
that it 
lined up 
which h 
is broa 
week to 
who rec 
tin. 
Wo 
First- 
to comy 
but it 1 
vent hi 
Secon 
pay eve 
demnity 
driver 
of anyt 
that sor 
Third 
law is - 
state in 
Fourt 
surance 
be dra, 
Fifth 
ance c¢ 
dollars, 
Sixth 
rates at 
provide 
those W 
surance 
Sever 
penses, 
taxes, 


Kigh 
make { 
respon: 
crease 

Nintl 
would 
ground 
claims, 
rooms 
chasers 

Tent 
with 7 

‘wherei: 
gested, 

Eleve 
would 


m dicts ; 
E would 


» ants, w 


pany y 


© an indi 


_ Twel 
ing the 
throug’ 
sponsil 
ers, bt 


> Tespon: 


f: 


Thirt 
Associ: 
and th 
is resp 
alive, 

. 

Four 
as to 
Many | 
would 














November 5, 1926 


——— 





SpEeaaaENaD TS a 








S—_aor23. =o——~ 
(eae = THE EASTERN 
AS Se UNDERWRITER 














Page 37 








Shows 14 Faults in 
Compulsory Auto Law 


‘VIEWS OF BIG N. J. AGENCY 





Van Houten & Sherwood Says Proper 
Enforcement of Present Laws and 
More Safety Campaign Needed 





Van Houten & Sherwood, prominent 
Jersey City agency, has come out strong 
against the compulsory automobile liabil- 
ity insurance law which is to be up be- 
fore the legislators this year. In the 
first place, W. F. Turner, vice-president 
of the agency, says he doesn’t think new 
laws are needed. Enforcement of pres- 
ent law without special consideration to 
a few favored individuals and 365 days 
a year of “safety first” campaign work 
will do more good than any such law. 
He does not believe the danger from au- 
tomobile traffic will ever be solved by 
compulsory insurance. : 

To those people who have the idea that 
the compulsory law is an expedient so- 
lution of the problem, Mr. Turner sug- 
gests an analysis of it which will show 
‘that it is just the opposite. He has 
‘lined up the following fourteen points in 
' which he considers the law is faulty and 

is broadcasting this information this 
_ week to brokers adjacent to Jersey City 
who receive the agency’s monthly bulle- 
tin. 

Would Increase Individual Rates 


First—It is not the duty of the state 
to compensate highway accident victims, 
but it is the duty of the state to pre- 
vent highway accidents. 

Second—Should the state guarantee to 
pay everybody who is hurt an agreed in- 
demnity, the reckless and irresponsible 
driver could go the limit without fear 
of anything except criminal liability, and 
that sometimes holds no fear to some. 

Third—When a compulsory insurance 
law is passed, it is only a short step to 
state insurance. 

Fourth—When a state goes into the in- 
surance business, politics will no doubt 
be dragged into adjustments. 

Fifth—This law would increase insur- 
ance cost to the automobilist millions of 
dollars, 

Sixth—It will increase the individual 
rates and will decrease the indemnity now 
provided by insurance companies for 
those who now are buying automobile in- 
surance voluntarily. 

Seventh—It would increase public ex- 


penses, which would be reflected in 
taxes, 





A. A. A. Against the Act 


Kighth—We believe such a law would 
make the irresponsible drivers more ir- 
responsible and increase rather than de- 
crease accidents. , 

Ninth—There is no doubt that there 
would be an increase in the number of 
groundless, fraudulent and exaggerated 
claims, which would spring up like mush- 
rooms with the help of the “ambulance 
chasers.” 

Tenth 
with 





The law would flood the courts 
automobile litigation to a point 
‘wherein they would be hopelessly con- 
gested, 

Eleventh—We all agree that the law 
would result in juries giving larger ver- 
| dicts and doubtful questions of facts 
| would be decided in favor of the claim- 
' ants, when they knew an insurance com- 
> Pany would pay such verdict instead of 
© an individual. 

' . Twelith—A compulsory law compensat- 

> Ing the heirs of the dead or the injured 

) through insurance will not add any re- 

' Sponsibility to careless or reckless driv- 

» crs, but will reduce the sense of their 
responsibility. 

Chirteenth—The American Automobile 
© Association is not in favor of this law 
| and they say that a deep-rooted fallacy 
' 'S responsible for keeping this agitation 
S alive. 


Where Law Won’t Function 


Fourteenth—This law will not function 
as to the following accidents in which 
Many people are killed and injured, nor 
would it prevent them. 


ae 








CASH CAPITAL 
$2,450,000.00 


UNION INDEMNITY 


FIDELITY and SURETY BONDS 


Automobile, 
Workmen’s Compensation Insurance 
Executive Offices: 


Union Indemnity Bldg. 
New Orleans New Y 


COMPANY 


Accident, Health, Burglary 
Liability, Plate Glass 


Eastern Department: 
100 Maiden or 
or 











83 MAIDEN LANE 








ALEXANDER GREENE & CO. 


Incorporated 
FORMERLY GREENE & GOETSCHIUS, Inc. 


MANAGERS 


Fireman’s Fund Insurance Company 
Home Fire and Marine Insurance Company 
AUTOMOBILE BRANCH—METROPOLITAN DISTRICT 


Union Indemnity Company 


General Agents—All Lines 
AUTOMOBILE—CASUALTY—INLAND MARINE—SURETY 


NEW YORK 














Accidents caused by grade crossings 
where railroads are responsible. Acci- 
dents where the cars or persons at fault 
can not be identified. Accidents caused 
by automobiles when operated by 
thieves after a car is stolen. Accidents 
which occur in private places, parking 
stations, private and public garages, ete. 

Accidents. in’ which the individual 
killed or injured are at fault. Acci- 
dents to occupants of cars where there 
is no fault. Accidents to those who in- 
sure voluntarily. Accidents caused by 
cars from other states. 


“We understand that lawyers are in 
favor of such law. If this is true, they 
are indeed short-sighted, as the time may 
come when the automobile compulsory 
law will be operated somewhat the same 
as the compensation law. Lawyers of 
course must realize that their services 
will no longer be required should the law 
function as stated above. 

“Local agents should get busy at once 
and oppose a law that will not accom- 
plish its purpose nor reduce accidents. to 
the public,” was Mr. Turner’s closing 
suggestion, 








Accident 


Plate Glass Insurance 


& Health 








37 Montgomery Street, 











Manufacturers’ Liability Insurance Co. 
99 John Street, New York 


Home Office: 
Manufacturers’ Liability Insurance Co. Bldg. 


Jersey City, N. J. 

















W. E. Small, President 


Georgia 


Atlanta, Ga. 





Surplus and Reserves as to Policy Holders Over $3,000,000 


Casualty Company 


AN AMERICAN COMPANY 


E. P. Amerine, Vice President 


Automobile 

Plate Glass 

Burglary 

Liability 

Property Damage 

Workmen’s 
Compensation 











How State Laws Limit 
Liability of Motorist 


CHAMBER COMMERCE SURVEY 





Indicates Limitation in Each Province 
on Recovery for Death by Negligence 
of Driver 


The following states, according to a 
survey just made by the Chamber of 
Commerce of the United States, have no 
statutory limitations on the liability of 
the motorist as to recovery for death by 
negligence: Alabama, Arizona, Klorida, 
Georgia, Idaho, Kentucky, Louisiana, 
Mississippi, Montana, Nevada, Tennes- 
see, Texas, Utah and Wyoming. Seven 
other states also come under this clas- 
sification with the distinction that the 
courts have limited the liability of the 
motorist to pecuniary loss. These states 
are: California, Delaware, North Dakota, 
Oklahoma, Pennsylvania, South Carolina, 
and Washington. In lowa there are no 
statutory limitations except as to the item 
of exemplary damages in the recovery by 
the husband for the death of his wife, 
which item is limited to $15,000. The 
courts in this state also limit recovery 
to pecuniary loss. 

n New Mexico there is no recovery 
except for death caused by the negligence 
of a driver of a public conveyance, in 
which case the limit is $5,000. Arkansas 
confines its law to a limitation of pe- 
cuniary loss of spouse and next of kin, 
unless husband sues for the death of his 
wife; Colorado has a limit of $5,000 on 
recovery for pecuniary loss, but states 
that additional exemplary damages may 
be allowed; Illinois, Missouri and Wis- 
consin limit their liability to pecuniary 
loss and recovery therefor which may not 
exceed $10,000. Maine has a similar pro- 
vision with the difference that the re- 
covery is limited to $5,000. 

The following states have a statutory 
limitation of $10,000: Connecticut, Dis- 
trict of Columbia, Indianapolis (courts 
further limit recovery to pecuniary loss), 
Kansas (courts further limit recovery to 
pecuniary loss), Massachusetts, South 
Dakota, Virginia and West Virginia. In 
the states of Maryland, Michigan, Ne- 
braska, New Jersey, New York, North 
Carolina, Ohio, Rhode Island and Ver- 
mont the statutes provide a limitation to 
pecuniary loss. In Minnesota and Ore- 
gon the limit is $7,500, further allowance 
being made as to pecuniary loss. New 
Hampshire has a $10,000 limit but the 
courts in that state hold that this does 
not apply in a case begun by the injured 
person before his death. 





TO INCREASE CAPITAL 
Connecticut Plate Glass Boosts It From 
$25,000 to $100,000; Will Enter 
New States 

The stockholders of the Connecticut 
Plate Glass Insurance Company acted 
this week to increase the capital 
of the company from $25,000 to $100,000. 
This added capital will enable the com- 
pany to extend its operations outside 
of Connecticut. 

Writing plate glass insurance only, the 
Connecticut Plate Glass has doubled its 
surplus from earnings since it was or- 
ganized in September, 1923. The com- 
pany shows a good “trading” profit dur- 
ing this time and an underwriting profit 
after setting up the required reserves. 

The president of the company is James 
E. Mallette and he is supported by the 
following official staff: Vice-president, 
Frank J. Damon; secretary, Emis B. 
Mallette; treasurer, Herman W. Huke; 
assistant treasurer, Howard J. Castle. 








WELTON DENIES RUMOR 

Spencer Welton, president of the New 
York Indemnity, said this week that 
there was no truth in the rumor that it 
is the intention of the New York Indem- 
nity to go out of the casualty business. 
The company will function as originally 
intended, as a casualty and surety com- 
pany. 
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“That’s what I call service! 


“Three hundred miles from home, in a 
strange community; what would I have 
done without that Travelers policy? 


“Never heard of the Travelers agent in 
that town, before the accident happened— 
but I might have been his rich uncle, the 
way he hustled around for me. Assured 
the authorities that The Travelers stood 
behind me, and secured the release of my 
car, enabling me to continue on my trip 
without delay 

‘“‘Ana the Travelers paid $8,500! 


‘$8,500! Where would I have found the 


“That’s What I 


Call Service!” 


“You will be interested to know that the 
claim. of __ against 
you for injuries caused by 
your automobile, has been 
settled by The Travelers, 
out of court, for a payment 
of $8,500. The claimant 
expressed his sattsfac- 
tion with the prompt and 
courteous manner with 
which it was handled. 
You will be pleased to 
knowthat you can 
now consider the 
matter closed.”’ 





money if I hadn’t had the policy? Had to sell 
my car and the few bonds I’ve got; borrow 
on the house and on my life insurance. 

‘“‘Would it have amounted to $8,500? 

“Tf not, what? 

“Bankruptcy? 

“T never could have lived that down. 

$8,500! Once I used to think that 
automobile insurance was too expensive. 
Now I can’t understand how the company 
writes it for the rates it asks. Why, I'd 
have to carry that policy 100 years or more 
before it would begin to get back what it 
paid out for me! 


Does every automobile owner numbered among your clientele carry Travelers Automo- 
bile Insurance? Are all your policies written for such limits as would leave the policyholder 


fully satisfied if the jury awarded more than was expected? 


your best advertisements. 


Pleased policyholders are 


They will remember the savings that the right kind and right 


amounts of insurance made for them, long after they have forgotten the cost. 


T HE 


THE TRAVELERS INSURANCE COMPANY 


ACCIDENT Hartford, 


LIABILITY, COMPENSATION, 


HEALTH, AUTOMOBILE, STEAM BOILER, 


TRAVELERS 


THE TRAVELERS INDEMNITY COMPANY ‘THE TRAVELERS FIRE INSURANCE COMPANY 
LIFE L. F. BUTLER, PRESIDENT 


FIRE 
Connecticut WINDSTORM 


BURGLARY, PLATE GLASS, AIRCRAFT, 


MACHINERY, 


INLAND MARINE 
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It Pays To Represent A Surety Company 


r% various times and often, we have explained that 
the insurance agent, who does not represent a 


surety company, is cut off from a source of much profit- 
able business. 





Once again we reiterate that statement and submit the 
following facts by way of illustrating our point: 


State or county elections have recently been held in 
forty-one states. Every one of the hundreds of newly 


elected officials will be required to furnish a bond before 
he can qualify for office. 


Most of these bonds will be provided by surety com- 
panies and, as a result, thousands of dollars in commis- 


sions will be paid to the surety agents who place this 
business. 








FIDELITY anv DEPOSIT 
COMPANY 


of Maryland 
BALTIMORE 


FIDELITY and SURETY BONDS and BURGLARY INSURANCE 


PRODUCTION DEPARTMENT 
FIDELITY & DEPOSIT COMPANY 
Baltisaore, Md. 


If you are not already adequately repre- 
sented in this territory I will be glad to 
Rr have full information regarding an agency 
connection with your Company. 
E. U. 11-5 
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SAMUEL APPLETON BUILDING 
110 MILK STREET, BOSTON, MASSACHUSETTS 





Practically every form of Insurance except Life 





| KNOW there is a possibility of my meeting witha serious accident. 

Ijfeel that the only disturber of my income that I will meet, over 
which I have no control, is accident. Accident insurance guarantees 
my income and creates an estate for my dependents should I meet 
with accidental death. 


That is Why I Carry Aocillent Insurance 


I am connected with a multiple line insurance organization. Almost 
everyone is a prospect for accident insurance. I find accident insur- 
ance is easy to sell because it may mean dollars and cents paid directly 
to the assured. Properly sold it means that the assured has been given 
“The Service That Satisfies.” It is then easier to sell him automobile, 
general lialility, residence theft, etc. 


I find accident insurance renews more easily than any other form. 
I am in the insurance business primarily to make money for myself. 


That is Why I Sell Accident Insurance 


{The above advertisement was written by one of our agents} 
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